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Easier to Sell Because Easier 
to Put Up 


No need to call in a carpenter or hire experienced labor—there’s nothing 
complicated about the National No. 77 Storm-Proof Hanger nor the Na- 
tional Storm-Proof Rail that is used with it. Anyone can quickly attach 
them by following directions which are packed with each set. 


This hanger is very simple in construction, is made of heavy gauge steel 
and has great carrying capacity. An equalizing-pin in the center of the 
wheel-track insures even distribution of load to each wheel. The hinge-joint 
takes up vibration and prevents damage to the door should anything bump 
against it. Oil holes for bearings are provided wherever required. 


The Storm-Proof Rail used with this hanger requires no brackets, fits 
snugly against the building and is both bird-proof and storm-proof. 

All these features together with the fact that they are easy to attach, that 
every pair of hangers is packed complete in an individual box with bolts, 
lag screws, end-stops and full directions for attaching, lead a man to quickly 
choose the National. 


Profit by National’s popularity. 





Write for catalog and 


dealer proposition 











National Mfg. Company cures ss, 


(Patented September 24, 1912) 


Sterling, Illinois 
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When the Customers Come in Be Ready 





Your Store Arrangement Means Much for the Sales 
That Are to Be Made—Wall Cases and U Pp 


to Date Counters 


Can Best Be Displayed 


Where Goods 














URING the past few 
bD years retail hardware 

dealers in a _ great 
many cases have become 
convinced, through practice, 
of the advantages of racks 
and counters on which mer- 
chandise is displayed minus covering. 
It has been demonstrated beyond 
question they are admirable selling 
units, for by their use customers are 
given opportunity to handle goods. 
Experience has taught many dealers 
it is easier to make a sale when 
there is this personal contact be- 
tween merchandise and the public 
than otherwise. In addition, the 
retail store proprietor and his clerk 
or clerks are saved unnecessary 
more or less laborious work. En- 
ergy that can be applied in other 
directions is conserved, and in these 
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strenuous days human energy is a 
vital factor in merchandising. 
There appears to be no set rule 
for the location of tables and un- 
covered counters in retail hardware 


stores, however. Usually they are 
placed in the most convenient place, 
which, in many instances, bears no 
relation to other merchandise 
offered for sale. Success has re- 
sulted with the tables in the front 
section. of a store, in the center and 
in various side aisles and wall po- 
sitions. J. H. & S. M. Robinson, 
Hudson, Mass., have their exposed 
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merchandise in the rear 
of the store. There is a 
reason, and an interesting 
one, because it embraces 
considerable thought to 
this particular method of 
doing business as it re- 
lates to other stock offered for sale. 

The layout of this particular es- 
tablishment has undergone a rad- 
ical change during the past year 
or so, and improvements are still 
in progress. For some thirty-five 
years or more the firm did business 
with the time-honored wall counters 
and showcases, with the usual num- 
berless exposed stock boxes behind 
counters, some of them sampled on 
the outside, but many without the 
connecting link between contents 
and the customer. The “lost mo- 
tion” theory was not born, and the 
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firm was successful largely because 
of the willingness of John and Sid 
and their clerks to pull out from 
wall positions as many boxes as was 
necessary in making a sale—and 
then, when the customer departed, 
to put the boxes back in place. 


Wall Cases Used To-day 

Things are different to-day. Up- 
to-the-minute store ideas have been 
and are being carried out. Wall 
counters are relegated to the dis- 
card. The wall showcases are now 
neatly arranged in the center of the 
establishment, while cabinets al- 
ready are functioning, thirteen of 
them sampled and the other three 
devoted to paints and oils. The fun- 
damental principle on which these 
cabinets are built is not new to the 
hardware trade, but the Robinsons, 
in building them, have injected just 
enough personal touch to give de- 
sired results to their own particular 
needs. 

Each section is 4 ft. 6 in. high, 
22 in. deep and 3 ft. wide. Two 
Swinging doors are provided, cov- 
ered with green felting on which 
hardware is displayed and tagged. 
Neatly painted boxes, 18 in. deep, 
marked to correspond with samples 
on the doors and priced on the sides, 
are deposited on shelves inside, 8 in. 
apart, the sizes of the boxes being 
in multiples of that number of 
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inches. The sixteen sections rest 
on bases composed of two parts. 
Immediately below are two shelves 
with two 14 x 15-in. panels that lift 
upward, green felt covered and 
carrying samples of. hardware. Be- 
neath are drawers. 

It originally was planned to have 
nothing on top of the cabinets, leav- 
ing an expanse of wall. But the 
firm felt it could not afford to waste 
that much available space, conse- 
quently four shelves, each a foot 
apart, were built, on which kitchen 
utensils are displayed. These 
shelves run the entire length of the 
sixteen cabinets. By this arrange- 
ment more hardware is deposited in 
boxes along the wall, merchandise 
is better displayed and less actual 
floor space covered than was the 
case heretofore. The cost of the 
cabinets was comparatively small 
because old lumber and boxes were 
salvaged. Two Colburn traveling 
ladders serve these sixteen cabi- 
nets. The same scheme is to be 
carried out on the other side of the 
store. 


The Sampling Arrangement 
This arrangement of concen- 
trated sampling on cabinet doors is 
excellent. It dresses up the store 
and allows a prospective customer 
to come in close contact with vari- 
ous makes and sizes of a particular 
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article he contemplates buying, pro- 
viding, of course, he invades the 
store sufficiently to see the object 
he desires so displayed. Right here 
is where the Robinson brothers ap- 
plied the open counter principle as 
a magnet for customers. They ar- 
ranged in the rear of the store two 
series of shelves or racks on which 
the best selling seasonable goods are 
displayed to be handled by the pros- 
pective customer. 

A majority of people who come 
into a hardware store want season- 
able goods. To get to them the 
customer, in this case, has to pass 
the attractively sampled cabinet 
doors two times. It is almost cer- 
tain that either going to or coming 
from these racks in the back of the 
store something longed for catches 
the customer’s eye. He stops and 
examines the sample and a seed of 
possession takes root. The seed 
may not bloom into a sale that day, 
but it will have its harvest, and the 
customer invariably remembers the 
approximate location of the sample. 

The display racks in this instance 
are of modified pyramid pattern. 
That is, the lower shelves are larger 
than the upper. The racks set 6 in. 
above the floor. The base shelf is 
8 ft. long and 2 ft. 9 in. wide, the 
second shelf 7 ft. long and 28 in. 
wide, the third 6 ft. long and 21 in. 
wide and the fourth, or auxiliary, 
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Paneling and sampling has proved to be a great success in this store. Here is a good paint and brush arrangement 
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Everything raised from the floor. This 


of the same proportions as the third. 
The auxiliary can easily and quickly 
be removed if desired. There is a 
space of 16 in. between each shelf, 
which are supported by two 3 x 3-in. 
posts, each set in 19 in. from the 
end of the base shelves, and braces 
1%4 in. thick by 3 in. wide. Stock 
used for shelving is % in. 
Using the Racks and Shelves 


As shown in the accompanying 
photograph, there were on one rack 
a total of forty 14-qt. pails filled 
with various kinds of seeds. The 
top shelf was devoted to package 
seeds. On the bottom shelf of the 
second rack were ice cream 
freezers, wringers, watering cans; 
on the second shelf, spoons, sieves, 
dish drainers, sink brushes, cake 
racks; on the third, grass and prun- 
ing shears, trowels and other small 
garden tools, each kind in a 12x6x 
2-in. wire basket tilted—eighteen 
baskets in all—and on the auxiliary 
shelf Pyrox and various other kinds 
of insecticides. 

The Robinson brothers probably 
would seli just as much seasonable 
merchandise from these racks were 
they located elsewhere in the store. 
Possibly they might sell more if the 
racks were in the front part of the 
store. That question cannot be an- 


makes the displays more conspicuous and also keeps the stock clean and dust free 


swered here, for that method has 
not been tried out. According to 
existing records, more goods, such 
as are and have been displayed on 
the racks, have been sold than in 
years prior to the adoption of the 
racks. That selling point in itself 
is sufficient proof to the brothers 
that the investment is a good one. 

But, as has been stated before, 
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The Store Arrangement 


Just how the stock is sit- 
uated means much to you 
and to the customers. This 
week we have another New 
England store that has in- 
creased business by a better 
store arrangement. 
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there was a method for placing the 
racks in the rear of the store, and 
the reasoning upon which this 
method is founded has proven 
logical. The location of the racks 
has resulted in more frequent sales 
of all lines carried by this firm, 
based on the familiarity of custom- 
ers with merchandise acquired dur- 
ing their passing through the entire 


length of the establishment in going 
to and from the racks. The lesson 
derived from these Hudson mer- 
chants is that it means dollars in 
the pocket of the hardware mer- 
chant to give time and study to the 
placing of such good display units. 


PROTECTING THE 
MERCHANTS 


Considerable agitation for a national 
protection against burglars and dishon- 
est employees was evident at Louisville 
during the convention. 

George Fiel, secretary of the New 
England Association, during his talk on 
membership service, told of the protec- 
tion that the New England Association 
was giving its members through a de- 
partment created for that purpose 
which was being run under the super- 
vision of the William J. Burns Interna- 
tional Detective Agency, Inc. Mr. Fiel 
said that the cost of such a service was 
very small and it had been very effec- 
tive in New England. 

It is said that the Michigan Associa- 
tion has already formed plans along 
the same lines. 


An unsuccessful attempt was made 
last week by someone to break into the 
store of the Gallagher & Mooney Hard- 
ware Co., 318 Main Street, Pawtucket, 
R. I 








What Children Think of the Toy Man 


Good Toys Make a Great Impression on the Child’s 


~ Mind Assuring Future Business—F ollowing 


the 


Lead That Has Been Set by Progressive Toy Dealers 


By J. C. MEYERS, Gendron Wheel Co. 


HE history of toys or play- 
fh things for children stretches 

back to the beginning of his- 
tory. Originally, toys were made 
not for profit, but only for the 
amusement they afforded the chil- 
dren. By nature, a child requires 
something to occupy itself with and 
enlarge its imagination and its num- 
ber of conceptions, as well as to 
build it physically. That quality of 
nature has been grasped as an op- 
portunity in the industrial world 
and has added one more large and 
influential line of industry in the 
world. The demand for toys of va- 
rious kinds has become so large and 
diversified that many large factories 
have been built up to supply the 
demand, and the distribution of 
them has come to be a very large 
problem. 











Like every other article for which 
there is a widespread demand, toys 
have attracted the attention of 
many classes of retail merchants. 
They have attracted merchants for 
two reasons—one, and, of course, 
the foremost, is that there is a very 
good margin of profit in the sale of 
them; another is that the merchant, 
by bringing the children into his 
store, is familiarizing those children 
with his store, so that when they 
grow up to be parents they will buy 
their many other things that they 
will need from his store. This lat- 
ter reason, on the face of it, does 
not appear to be so profitable, but 
when the possibilities of it are con- 
sidered it is extremely profitable. 
It is so much so that in all of the 
large cities the leading department 
stores have special playrooms made 








A rack that can easily be built by any hardware man and one which will be a 
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for children so that the parents may 
bring their children with them to 
that playroom and leave them in 
charge of a nurse while the mother 
is shopping around the store. The 
playroom is located in the toy de- 
partment, and the result is that 
such children become acquainted 
and familiar with the store and are 
usually lifelong customers of it. 


What Hardware Men Can Do 


Every hardware merchant can 
take advantage of the benefits to 
be derived from getting the children 
to visit his store, and he can also 
make a very nice profit on the toys 
and wheel goods that he sells them 
when they do call. Toys and wheel 
goods are not out of place in a 
hardware store, for there are very 
few hardware stores that do not 
have sufficient floor space some- 
where to devote to this department, 
and this not only brings the chil- 
dren but their mothers with them 
into the store. The hardware store 
that depends upon selling just what 
the man wants is losing 50 per cent 
of its opportunity for business. 

Some years ago toys were looked 
upon. as something to be given to 
a child only on its birthday or at 
Christmas. That time is past. 
Children’s vehicles especially, that 
is, such things as velocipedes, wag- 
ons, toy automobiles, etc., that are 
used out of doors, can be sold to 
better advantage during the spring 
and summer months, because that 
is the time the child uses them. If 
these articles are bought for the 
child at Christmas time, they must 
be put away until the warm spring 
days come, when they can get out 
of doors, because no boy can enjoy 
a wagon or velocipede in the small 
quarters of a house. The logical 
time to push such articles as these 
is during the spring and summer 
months, and, of course, in such sec- 
tions of the country where there is 
little winter they can be sold any 
time. A hardware store that can 
conduct its toy and wheel goods de- 
partment the year around is con- 
tinually bringing a new class of 
trade into the store and, with a 
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One of the National Hardware Store, Inc., 


little advertising and window dis- 
play, can easily build up a very sub- 
stantial business on this class of 
merchandise. Of course, toys and 
wheel goods are a good deal like 
all other merchandise; unless they 
are displayed, pushed and adver- 
tised, they do not sell so rapidly. 
Every hardware man knows that if 
he keeps his wares under the 
counter or in a back room or down 
cellar, they will not be transferred 
into money very rapidly. Set them 
out on the floor and display them 
in an up-to-date, neat, clean fashion 
and the cashier will soon be playing 
a tune on the cash register. 


A Good Slogan Applied to Toys 


The slogan of the Simmons Hard- 
ware Co., “The recollection of qual- 
ity remains long'after the price is 
forgotten,” applies to children’s ve- 
hicles and toys as well as to other 
hardware. Sell a child a good, ser- 
viceable wagon and it will remem- 
ber for many years at what store 
it got that good wagon and that 


boy will tell many other boys; but, 
on the other hand, sell him a wagon 
that is no good or goes to pieces 
soon and he will also remember for 
many years where he got a poor 
wagon and will be led to believe 
that everything else at that store 
is like the wagon. It pays to handle 
good toys and good children’s ve- 
hicles, just the same as it pays to 
handle good cutlery, good builders’ 
hardware, etc. A child may not be 
able to detect the mechanical dif- 
ferences between two velocipedes, 
and the dealer could possibly sell 
it a poor velocipede as well as a 
good one, so far as the child would 
know at the time of the purchase, 
but not only the child would find 
the difference out soon, but the par- 
ents also and many friends. Let 
the slogan, therefore, in the toy de- 
partment be “Quality, style and fin- 
ish, first, last and always.” 


How to Display Toys 


A very neat way to display chil- 
dren’s vehicles in a hardware store 


windows in which wheel toys of a great variety are shown. 
wagons, tricycles, bicycles are all displayed 


Roller skates, 


is to have racks built up to display 
them on. They are being offered 
for sale by someone, but it is not 
difficult for a hardware man to 
build his dwn racks so that he can 
display a number of velocipedes, 
wagons, etc., in very little floor 
space. If the floor space is avail- 
able, they should be kept on the floor 
where the children can get at them 
and examine them and ride them, 
for many times, while the parents 
are buying, the child is in a wagon 
or an auto or on a velocipede, and 
then it will continually keep at its 
parents until the wagon is pur- 
chased for it. 


Future Rewards 


In summing up, it may be truth- 
fully said that the hardware man 
can increase his profits, increase 
his number of customers and influ- 
ence the future population of his 
town by handling toys and chil- 
dren’s vehicles. 








Hardware You'll Sell This Summer 


Your Sales During July and August Will Depend 
Upon the Effort That You Put Forward—Many Fine 
Lines to Concentrate on in the Hot 


HE subject of summer hard- 

ware is an old one, but it’s 

such a very interesting one 
and of so many practical and avail- 
able merchandising ideas that it 
seems well worth looking into from 
some of these practical angles. 

Moreover, this subject of summer 
hardware is one which might well 
be extended into a volume, instead 
of a few short columns, for the 
hardware man in every town is 
surely the center for many of these 
summer sales. 

We are a people of home makers, 
and we like our homes to be as 
comfortable and conveniently ar- 
ranged and equipped as possible. 

What is more exhausting to both 
physical comfort and peace of mind 
than for the good housewife to be 
compelled to stand over a hot fire 
in a kitchen range, day in and day 
out, for her cooking, baking and 
ironing? Nor is the family free 
from this extreme heat of the range, 
either, so the whole household’ is 
affected. 

City folks are accustomed to cook 
by gas and so do not feel the heat 
of a sultry July day when this heat 


Use a 1900 Gravity 





By A. H. VAN VoRIS 


is increased by the range fire. 
Washing and baking days make the 
rounds regularly, and the country 
housewife must use a coal or wood 
fire, stoked to an unusually uncom- 
fortable degree of heat on these oc- 
casions each week. 

Naturally, city gas cannot be 
pipe-lined into every village and 
hamlet throughout this country of 
ours, but this does not mean that 
country folks must continue to 
swelter in an overheated kitchen. 
Far from it, for Madam Housewife 
may know the comfort of an oil cook 
stove outfit, and her hardware 
dealer can help a big lot in making 
her kitchen more livable. 


Leading Up to Sales 


This oil cook stove proposition is 
a big one and cannot be jumped 
into without a consideration of 
what it means. We hardware men 
cannot stand outside the fence and 
suddenly jump over and hang out 
a sign—“I Now Sell Oil Cook 
Stoves”—and expect that tremen- 
dous sales are coming his way by 
leaps and bounds. 

That has not been our experience 
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_ Washer This Summer 


A summer ad 
that brought re- 
sults in Cobleskill, 
N. Y. The car- 
toon idea from 
the manufacturer 
yrasps the read- 
er’s interest 


| We have a few of these spleadid Washing Machines left—nothing like it on 
fhe market, You will make co mistake with the 1900 Gravity—a band washiag 
machine which takes the hard work oat of washing, aad does much cleaner work 


pith less effort. Get yours before hot weather. 
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Coblesiall 


Sultry Months 


by a long shot, and we have inves- 
tigated the oil cook stove field 
pretty thoroughly in the past ten 
years. 

They divide themselves, in gen- 
eral, into three classes: 

(1) The vapor stove. 

(2) The wick stove. 

(3) The automatic stove (with 
asbestos or cotton wick kindler and 
automatic burner). 

In each of these types there are 
several nationally known and re- 
liable makes. 

If you want to be safe you may 
find it to your best interest to select 
one of these makes—possibly one 
from each type—and get behind it 
and boost with all your sales and 
advertising efforts. 

You can go even further and se- 
lect one make only of one type only 
and make this your specialty. The 
advantage of such a selection is 
that you may secure an exclusive 
sales agency for this stove by con- 
vincing the manufacturer that you 
mean business for them. 

After a careful and scrutinizing 
study of this particular make of 
stove you can make your store rec- 
ognized as oil cook stove headquar- 
ters for your community; you will 
be recognized as an authority on 
the subject, and many sales are sure 
to come your way if you work this 
policy right. 

This has worked out in the above 
manner for many hardware dealers 
who are very optimistic about their 
sales methods and exclusive terri- 
tory. They feel that their good 
money spent in advertising and the 
hard workout into developing new 
prospects and a local name for their 
stove is not going to bring dollars 
into some other dealer’s cash reg- 
ister. 


Learning What Women Want 


First, they learn the stove thor- 
oughly; they can demonstrate it at 
a moment’s notice; they can make 
all minor adjustments and repairs 
in the home; they know consider- 
able about the actual cooking and 
baking operations both from obser- 
vation and inquiry, and as a result 
they have all the fine points right 
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There is always a good summer appeal in oil stoves. 


down to a science when it comes 
to demonstrating before a prospect. 

In brief, the wise hardware mer- 
chant becomes a specialist in cool 
kitchens, and he learns from expe- 
rience just what facts to present 
in his advertising and sales talk. 

He keeps a two-, three- and four- 
burner model always on display in 
his store, and when he sets up a 
window display it is an envy to all 
housewives who burn wood and 
coal, 

Indeed, this is a splendid line of 
summer hardware for all dealers, 
whether large or small in size of 
store or scope of sales territory. 

But summer hardware is not lim- 
ited to selling oil cook stove out- 
fits; it is a very broad field and just 
as long as it is broad. 

The animated figure in the illus- 
trative advertising copy features the 
appeal of the washing machine to 
the housewife in summer. He says, 
“Just put them in and take them 
out,” and that signifies much to the 
good woman who has been accus- 
tomed to the back-breaking method 
of tub and washboard. Yes, wash- 


Add to this the 
value a hundred fold 


kitchen utensils and you have increased the display 


ing machines surely must be in- 
cluded in our list of summer mer- 
chandise. 

Then there are refrigerators. 
Cellar walls are built to furnish a 
foundation for our houses. These 


cellars are generally cool and many 
a one, with its swing shelf or cold 
cellar bottom of stone or cement, 
furnishes the only “refrigerator” to 
be found in that house—but, oh, 
those cellar steps! 








Why wait until the middle ot summer to put on your SCREEN DOORS and to equip your win- 
dows with NDOW SCREENS? Your shrubs and your lawn will be improved by using 
our GARDEN HOSE, It's just the thing to keep the dust from your piazza and sidewalk, too. 


IRVING VAN VORIS,. - COBLESKILL. N. Y. 


Screens and hose are also great summer sellers but they must be advertised 


too. 
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The man who invented refrigera- 
tors was a public benefactor. 

Aside from a proper sanitation 
of foods, he must have been think- 
ing about the convenience which 
the hardware man could offer to the 
housewife with every sale of a re- 
frigerator. It is another item worthy 
of prominent display among our 
items of summer hardware. 

It may be more of a seasonable 
product in the smaller towns than 
in the cities, where apartment 
dwellers use them in their apart- 
ments the year ’round. 


Different Sized Refrigerators 

They may be stocked in a little 
assortment of models and sizes. 
There is the top icer and the front 
icer, the galvanized interior with 
oak case and the porcelain or white 
enameled box with interior lining 
of white porcelain-finished metal. 

They all run into a nice profit for 
the dealer, and such an assortment 
attracts the different type of pros- 
pects. 

Then there are screen doors, win- 
dow screens, screen wire cloth, for 
flies and mosquitoes have an un- 
canny habit of preferring the indoor 
air to the whole outdoors which 
gave them being; the occupants of 
the home soon learn of this prefer- 
ence, if unscreened doors or win- 
dows are left open on a summer 


‘hand weeders 
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evening, and they pay rather dearly 
for their indiscretion in forgetting 
these screens. 

Then there’s the same argument 
as applies to refrigerators—summer 
food sanitation and preservation— 
for it is not a pleasant sight to be- 
hold a half dozen flies gaily ca- 
vorting over the dining room table 
or hovering over the food in prep- 
aration in the kitchen. You know 
that and so do I, so don’t you think 
others feel the same to a sufficient 
extent to amply repay you for ad- 
vertising and displaying screens 
these July days? 

Lawn hose, sprinklers, turf trim- 
mers, lawn mowers, trowels and 
help keep things 
fresh and green about the lawn ‘and 
flower beds, and with the hose to 
make the grass grow and the mower 
to clip it down again, there’s no 
chance for you to lose, either com- 
ing or going, as I see it. 


Stocking Hose 


As to lawn hose, you may find 
it advantageous to stock it in both 
twenty-five- and fifty-foot lengths, 
for you can’t suit everyone with 
either length alone. One customer 
may already own a length and 
merely want to add to it, whereas 
another will want enough hose to 
reach from his petcock to the rear 
of his lawn in back of the house or 
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to his driveway so he may wash his 
car. 

Just a word about the quality 
of this lawn hose. 

If the brand you sell can be guar- 
anteed to your customer, just the 
same as the auto tires you sell him, 
you’ll make many more satisfied 
customers in the long run than if 
you merely use price as your cri- 
terion and make it your main selling 
point. 

Don’t try to undersell your com- 
petitor a few cents a foot on this 
lawn hose; you can’t beat the game 
in this way, and you’ll probably find 
that many a customer who grum- 
bled at your price is now laughing 
up his sleeve at his next-door neigh- 
bor, who bought cheap hose and 
got just what he paid for—trouble, 
for you can see him spending more 
time in taping up burst and sprung 
joints than he does in sprinkling 
his lawn. I suppose he bought this 
hose for the latter purpose, don’t 
you? 

There are ever so many items 
which might be added to our list 
of summer hardware; you’ll recog- 
nize them as you look about your 
own store, but we naturally can’t 
consider them all in one short ar- 
ticle. 
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Making the oil stove window artistic with the aid of flowers and palms and black covering 


Getting a Nibble from the Fishermen 














Out in Minneapolis, Minn, the Nagell Hardware Co. 
Displayed Tackle and Fishing Accessories and Made 
Many New Friends Among the Anglers in That City 


HE cut shown in connection 

with this article is that of a 

window display arranged by 
the Nagell Hardware Co., Minneapo- 
lis, Minn. It will be noted that, with 
the exception of a few articles for 
decorative purposes, every item is 
intended for use for the fisherman, 
and especially the game fisherman. 

The bass is the most popular game 
fish in this territory, and the open 
season began on June 15th for the 
State of Minnesota. This window 
was shown for the week preceding 
this date, and on two occasions large 
fish of varieties other than bass were 
shown in the window. One of these 
fish was a 541% lb. Channel Catfish 
caught in the St. Croix River near 
St. Croix Falls, Wis., which attracted 
hundreds of passers-by to the win- 
dow. 

Mr. Bailey, for many years with 
the W. K. Morison Co., Minneapolis, 
is buyer and part owner of the 
Nagell Hardware Co. He advised 
that this window had produced won- 
derful results and that they had had 


great difficulty in procuring from the 
jobbers sufficient fishing tackle to 
meet the demand. This was espe- 
cially true of reels of the medium 
priced variety, of which about one 
gross were sold during the display. 

Mr. Nagell was formerly partner 
of Nagell & Diskerud, who had a 
hardware store on the outer fringe 
of the main business distict. Later 
this partnership was dissolved and 
the firm continued at the old loca- 
tion as the Nagell Hardware Co. 
About two years ago Mr. Nagell, be- 
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IN THE NEXT ISSUE 


Many good things are 
waiting for your inspection 
in the issue of July 21. A 
story on Canning, on Selling 
Flashlights, four special 
summer window displays 
and other exceptional fea- 
tures. July 21. 
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lieving that there were possibilities 
for another large hardware store in 
the main business district, moved to 
their present location at 625 Mar- 
quette Avenue, Minneapolis. The 
amount of business this concern has 
been able to do at the new location 
certainly justified the move. 

This company also does a good 
volume of business in automobile 
tires and tubes, also accessories and 
necessities for the automobile owner. 
Its location near the larger office 
buildings seems to be particularly 
suited for sale of automobile and 
sporting goods of all kinds. 

After an absence of twelve years, E. 
C. Waldvogel, general sales manager 
of Yale & Towne, visited friends in Cin- 
cinnati and Covington, Ky., last week. 
During his visit to Covington, Mr. 
Waldvogel was royally entertained by 
his old friend, Henry Jansen, Pike 
Street hardware dealer. Mr. Wald- 
vogel took advantage of his visit to give 
several selling talks to clerks employed 
in various hardware stores, which were 
very attentively followed. 











Linoleum Comes Into the Lime Light 


Display Manager Whitmore of J. A. Mahoney, Inc., 
Deming, N. M., Scented Some Business and Went 


After It in 


a good newspaper man is hav- 

ing a nose for news. A re- 
porter may be gifted with a keen 
imagination, a lengthy vocabulary 
and real talent for putting his ideas 
on paper, but unless he also pos- 
sesses the happy faculty of locating 
items of real news value to the pa- 
per’s readers he is billed for the 
discard. He must be able to scent 
news as a bird dog does a partridge 
and, after locating it, he must be 
able to trace every fact and rumor 
back to the base and get a heart- 
interest story. 

The retail merchant has many 
points in common with the fellow 
who writes space. Instead of a nose 
for news, however, his prime requi- 
site is a nose for business. He must 
be able to scent sales in a country 
that has apparently been hunted 
bare by competitors; to locate new 
wants with profit possibilities; to 
trace those wants back to the 
source, and then see that they are 


QO: of the prime requisites of 


the Proper Fashion 


satisfied with profit to both him- 
self and his customer. Otherwise 
he will never graduate into the se- 
lect class of big merchants. The 
“take-what-comes” type of retailer 
faces a hard winter and a long quiet 
spell, The hustler is on his trail 
and is getting “coming” business 
almost before it starts. 


Profit Possibilities of Floor Coverings 


Most of us have been so busy 
weighing nails and counting out 
screws that we failed to keep our 
business nose in action. We have 
passed up many good profit oppor- 
tunities during the past few years, 
and we are just beginning to realize 
that we need more sales and a wider 
range of activity. 

We haven’t paid the attention to 
certain lines of floor covering that 
those lines deserve. Every home 
has use for linoleum, but there are 
many otherwise good merchants 
who haven’t even scratched the sur- 
face of sales possibilities in this 


of the Day 


line. They have sold Mrs. House- 
wife a few square yards for her 
kitchen on the “wait-for-the-order- 
to-come” basis and have prided 
themselves on being salesmen. As 
a matter of fact, the merchant who 
handles linoleum and who fails to 
get further than the kitchen has lit- 
tle to brag about. He is like the 
fellow who sells the nails for a 
building and lets his competitor 
worm in with the builders’ hard- 
ware, paint and other profit lines. 
Not that it isn’t good business to 
sell linoleum for a kitchen floor— 
it is—but it’s poor business to stop 
with only that kitchen sale to your 
credit. Real profits always come 
from the second level of sales, and 
there is a rich second level in sales 
possibilities of linoleum. 


There’s Linoleum for Every Room 


How many merchants realize just 
how thoroughly the linoleum manu- 
facturers have canvassed their 
field; just how far they have gone 

















Here is how Whitmore sends his linoleum message home to the people of Deming, N. M. 
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Another very attractive window display from the J. A. Mahoney, Inc., store, Deming, N. M. 


in creating a bigger and better mar- 
ket for their product? Time was 
when linoleum was generally con- 
sidered as a kitchen floor covering 
only—that is, so far as homes are 
concerned. There was never a real 
reason for the assumption. It ex- 
isted merely because somebody was 
near-sighted or lacked imagination. 
Then the manufacturers woke up. 
They began turning out a product 
of such beauty, combined with 
utility, that linoleum spread from 
the kitchen to the bathroom, the 
halls and the dining room. Yes, it 
even forced its way into many a 
dainty bedroom and living room. 
Some of the present qualities and 
patterns would do justice to the best 
room in the house. All they require 
is a little selling effort behind them 
and a little buying acumen ahead 
of them. Remember this—linoleum 
in its best form is no longer a one- 
room specialty. There is a linoleum 
for every room in the house, and 
the sales you make are limited only 
by your vision and your selling 


effort. Give your business nose the 
linoleum scent and then follow 
through. The game is well worth 


the hunting. 
Let Window Displays Reflect Quality 

The only way to build quality 
business is to display quality. You 
don’t get dollar business on penny 
invitations. 

Down in Deming, N. M., the firm 
of J. A. Mahoney, Inc., has made 
a reputation as “The Store of 
Quality.” It is also a store where 
the scent of new business is caught 
quickly and followed to its lair. It 
is a store where linoleum has grad- 


uated from the kitchen class and 
moves in the best society. When 
L. H. Whitmore, the display man- 
ager, puts in a linoleum window 
display he uses the same skill, art 
and good judgment as for a display 
of cut glass. Whitmore knows his 
trade. He is a real window mer- 
chandiser and turns out as classy 


Perhaps Not Linoleum 


But there is some line in 
your store that will stand 
pushing in your community. 
Try out some slow seller to 
start and follow the methods 
of the successful merchants 
of the country. 
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a display as any window trimmer 
in the hardware field. 

Recently he installed a linoleum 
window at Mahoney’s, which we re- 
produce here. It is a real window 
in more ways than one. To begin 
with, it shows the better patterns— 
the linoleum aristocrats. It isn’t 
crowded, yet it talks quality all the 
time. The range of patterns is ex- 
ceptionally good, making it very 
easy for the home buyers of lino- 
leum to pick out one that matches 
the color scheme of any room she 
has in mind, whether it be kitchen, 
bathroom, hall, dining room or bed- 
room. Out in Deming there is a 
real live demand for linoleum for 
use in all rooms of the home. That 
demand didn’t grow like “Topsy.” 
It was created, and such windows 


as the one shown were back of that 
creation. Do. they pay? Use your 
own judgment. The firm’s sales for 
the month of May were larger than 
for the past three years, and that 
in the face of very slight price re- 
ductions. 

Business is good in Deming be- 
cause the Mahoney firm has a nose 
for business and a faculty for going 
after it. 

Your opportunity is just as good 
and your need just as great. Be 
a business reporter this season, and 
go out after a little linoleum news. 
It will read well on the profit side 
of your ledger at inventory time. 


Hall Buys Schoedinger-Marr 
Co. 


The Frank P. Hall Co., Columbus, 
Ohio, has purchased the stock and lease 
of the Schoedinger-Marr Hardware Co., 
at 100 North High St., Columbus, Ohio, 
and will consolidate the two stores. It 
is expected that the stock of the Hall 
Co. will be moved to the Schoedinger- 
Marr location before Jan. 1. Sale of 
the Schoedinger-Marr Co. was deter- 
mined on by the president, F. O. Schoe- 
dinger, so that he might devote more 
of his time to the F. O. Schoedinger 
Co., manufacturers of sheet metal pro- 
ducts. Harry B. Coleman, who has 
been manager and part owner of the 
company, also disposed of his interests, 
and after taking a vacation will open 
a sporting and outdoor goods store in 
Columbus. 


Robert Murphy’s Sons Co., Ayer, 
Mass., has issued a new catalog de- 
scribing the full line of “Stay Sharp” 
cutlery which embraces oyster knives, 
clam knives, mackerel knives, shoe 
knives, sloyd knives, plaster knives, 
and knives for various trades. 








Show Card Writing for the Beginner 


HE Gothic alphabet will be 
1% shown in a series of four les- 

sons in HARDWARE AGE be- 
ginning this week, taking the seven 
letters “A to G’ and numerals “1 to 
4.” This alphabet is considered by 
those of authority to be the most 
legible of all letters on account of 
it being a bold face type and free 
from fancy ornamentation, “spurs,” 
“nibs,” scrolls or curlicues. Sim- 
plicity in modern display cards is 
paramount to create the impression 
desired, both in the lettering and 
phrasing of the reading matter on 
the card. The idea should be to catch 
and hold the’eye and deliver the 
sales message in the most concise 
form. This type is sometimes er- 
roneously called “Block Letters.” 
The Full-Block alphabet is related 
to the Gothic in that it has the same 
elementary principles consisting of 
uniform strokes of same _ width 


throughout, but instead of forming 
the letters in a series of circles and 
curves like in the Gothic, each block 
letter is made on the square prin- 
ciple with spur plugs at top and bot- 
tom of letters. 
boundary 


A marginal line 


or 


Modern Show Card Gothic -in 4-Lassoxs 








By JOSEPH BERTRAM JOWITT 


should be drawn around the edge of 
card to act as a border or frame. 
This should be as liberal as the 
space required for lettering will 
permit. The beginner should be 
careful to keep well within this 
boundary, spacing the lettering ac- 
cordingly. 


Make Hay While the Sun Shines 


During the summer when business 
slacks up a bit is the time for every 
hardware salesman to take stock of 
himself and ascertain just how 
much progress he has‘made during 
the year past. Are we giving valu- 
able service for salary received? 
If so, it is only natural that we 
should look for a further increase 
in salary. Our only hope in this di- 
rection lies in doubling our efforts. 
There is an old saying, ‘“‘Those who 
never do any more than they are 
paid for, are seldom paid for any 
more than they do.” 

Right here through the pages of 
HARDWARE AGE is a real practical 
opportunity for every ambitious 
hardware salesman to increase his 
earning power with the smallest 
possible outlay. Learn to write 











The first seven letters of the Gothic alphabet. 


plain, legible, business-pulling show 
cards by following these simple in- 
structions, which are written to help 
the fellow who is alive to his own 
interests and is not afraid to work 
a little extra of an evening and ac- 
complish what many other hard- 
ware salesmen have done with the 
help of the writer. 

These lessons are not like buying 
a book on show card writing which 
is mainly composed of a collection 
of fancy alphabets with the accom- 
panying text clothed in many incom- 
prehensible technical terms which 
only an expert lithographer can un- 
derstand and follow intelligently. 
There is no question box established 
by the writer of such a book where 
the reader or student may obtain 
from the author more definite ex- 
planations on terms that they do not 
quite understand. 


Getting Alphabets 
In general, just a book of alpha- 
bets gets a beginner so far, then he 
is apt to strike a snag with the re- 
sult that his enthusiasm and ambi- 
tion to learn show card writing is 
likely to wane. 

















Notice the brush motion as illustrated by Jowitt 
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‘ROUGH LAY-OUT | Done with semi-dry NO 12- Brusk 




















Try this over a few times until you can turn out a finished 


Every reader of HARDWARE AGE 
who is interested in this depart- 
ment is invited to correspond with 
the writer; all those who desire fur- 
ther explanation on any subject per- 
taining to these lessons will receive 
a prompt reply. 

The Gothic letters A, B, C, D, E, 
F and G, illustrated on plate here- 
with, were made with a No. 12 red 
sable brush. The constructive 
strokes of the brush in modeling 
these letters are shown more faintly 
in the line of letters directly under- 
neath. 

The letter “A” shows the starting 
of the first stroke at the left, stop- 
ping within a fraction of an inch 
of the base guide line; the brush is 
then removed and rolled sideways 
between the thumb and first finger. 
In this position the tip of the brush 
evens off the bottom of stroke one. 
Stroke two is done in the same man- 
ner. Stroke three, the center cross- 
bar, is made with the brush held 
sideways also. With the brush still 
in the same position the letter is 
evened off at the top guide line. 
The letter “B” requires four single 
strokes to complete, and the letter 
“C” three strokes. The lines drawn 
on a Slant through the letters show 
the starting and stopping points of 
each single stroke. The beginner 
should bear in mind that the long- 
est sweeps or strokes composing 











CENTER LINE 


any letter must be made first, and 
they should be made in a bold, free- 
hand manner, and not by a series 
of short, stubby strokes. After the 
brush is dipped in the ink it should 
be worked backward and forward 
several times on a piece of paper 
so as to thoroughly distribute the 
ink into the heel of the brush, and 
also to keep the brush in a flat 
shape. 
It Is Not Sign Painting 

Show card writing should never 

be confused with the art of sign 











product that will do credit to your ability 


painting, because the two fields are 
widely different. One may be 
learned in a few months’ time, while 
the other requires more or less ar- 
tistic ability, entails many branches 
and requires from three to four 
years to master. 

A show card is not a sign. It 
is a written card or poster, done in 
water color inks, with a short-hair 
red sable brush or stub lettering 
pen—both held in the same manner 
one would hold a pencil or fountain 
pen. 








Gothic lettering with artistic border and illustration 
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Coming Hardware Conventions 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Athenaeum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 27, 
28, 29, 30, 1922. J. M. Stone, secretary, 
Sturgis. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lin- 
coln. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago; Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 


OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. -Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
N. Broadway, St. Louis. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 23, 
1922. George A. Fiel, secretary, 10 
High Street, Boston. 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters «and sessions at Powers 
Hotel. J. B, Boley, secretary, 412-413 
City Bank Building, Syracuse. 


WESTERN RETAIL IMPLEMENT, VE- 
HICLE ‘AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 
18, 19, 1922. Headquarters, Coates 
House. Sessions in Century Theater. 
H. J. Hodge, secretary, Abilene, Kan. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. A. J. 
Scott, secretary, Marine City. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston-Salem, 
N. C., May 9, 210, i141, 1922. T.. W. 
Dixon, secretary-treasurer, Charlotte, 


N.C 


Boy Burglars 


Three small boys ranging in age 
from 6 to 11 years, broke into the store 
of Roberts-Dearborne Hardware Co., 
Clovis, N. M., recently and stole two 
rifles, two automatic pistols, 14 boxes 
of ammunition, two pocket knives, and 
about $6 in cash. The chief of police 
was notified and in about 30 minutes 
he brought the boys in with the stolen 
goods. 

This is the third robbery that this 
store has had within the past year but 
the three boy thieves are the first to be 
caught. This is the second robbery 
within one month that has come to the 
attention of HARDWARE AGE, with boy 
robbers stealing rifles and pistols from 
a hardware store. 


E. F. Cooper Dead 


E. F. Cooper, mill goods sales man- 
ager for the Henry Disston & Sons, 
Inc., Philadelphia, died recently. He 
had attended the annual banquet at 
the 24th annual convention of the Na- 
tional Hardwood Lumber Association 
held in his own city and had hired a 
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Don’t forget the boy. 


Perhaps he only buys a pound of nails for father, or package 
of jar rings for mother, but some day he’s going to be a regular 
= customer of yours, buying tools and hardware if—you cater to him. 
E Some hardware dealers go even further. 

They get right after the boy business, carry a line of wireless = 
= equipment, sporting goods and bicycles, then talk to the boys, and 
better still the boy gets Mother or Dad to come in to buy the thing 


he wants. 
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You bet they will. 
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Will these dealers sell the man of to-morrow? 


Simonds Manufacturing Co. 
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room at the Manufacturers’ Club. 
Feeling an attack of acute indigestion 
the next morning he telephoned for a 
doctor. When the physician arrived 
Mr. Cooper was dead. 

He had been with Henry Disston & 
Sons since 1871, and was very well 
versed in the lumber business and its 
saw requirements, having devoted his 
life to that end of the saw business. 

Mr. Cooper is survived by his wife, 
two sisters and three brothers. 


TRADE NOTES 


The catalogs and price lists of the 
Kuebel Sporting Goods Co,, Pueblo, 
Col., were destroyed in a flood which 


visited the city recently, and the con- 


cern is desirous of securing from man- 
ufacturers catalogs on sporting goods 
and aluminum ware. The brick build- 
ing in which business was conducted 
was undamaged. 





The hardware business conducted by 
D. Z. Paine in San Fernando, Cal., has 
been sold to Fred Westman and H. G. 
Huegge. The store will be known as 
the Porter Avenue Hardware Store. 





Spencer, Reed Co., 1265 Boylston 
Street, Boston, Mass., will act as New 
England representatives for Topping 
Bros., 122 Chambers Street, New York. 
Frank Spencer was for many years a 
representative for Joseph T. Ryerson 
in the same territory and the company 
in which he is a partner will have the 
benefit of his experience in handling 
hardware, iron and steel. 





George L. Swartwout, formerly with 
the Corbin Cabinet Lock Co., and the 
Miller Lock Co., has become vice-pres- 
ident of the D. W. Gray Co., Inc., New 
York. 





John Smith, president of the John 
Smith Co., Walla Walla, Wash., died 
recently. 





The Sprake Sales Co., Inc., San 
Francisco, Cal., has moved into new 
and more commodious quarters at 202 
Postal Telegraph Building. 





The Traveler Rubber Co., Bethle- 
hem, Pa., has added to its stock sizes 
a 30 x 3% cord tire. 
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Editorial Comment 


THE PUBLIC, THE RETAILER AND THE FACTS 





thinks has a direct cash influence on merchandising. 

@ Yet—public opinion is decidedly fickle. It often extolls without reason and con- 
demns without trial. Nevertheless—right or wrong—as merchants we,stand to gain or 
lose, according as we are rated by public opinion. 

@ Just at present the retail merchants of the United States stand before the bar of public 
opinion charged with obstructing the road to readjustment. In the minds of thousands of 
honest citizens they have already been convicted. 
@ Public opinion to-day is not with the merchant. It is useless to deny that a great 
majority of the people actually and honestly believe that the retailer has arbitrarily re- 
fused to pass on to the consumer the declines put forth by manufacturers and wholesalers. 
‘@ The public has been repeatedly told that the retail merchant is blocking the return to 
normal. Newspapers, magazines and public speakers have all taken their fling at him. 
Even the Federal Reserve Board has placed retail prices as among the factors retarding 
readjustment. 
@ The public is not to be blamed for believing. The information has come from sources that 
would naturally be regarded as authoritative. The newspapers and magazines are only to. 
be blamed in part. They have used the stories that came to them with the day’s grist of 
news—stories emanating from supposedly high news sources. 
@ The fact is the public wanted radical price reductions—in some cases declines that were 
practically impossible. Somebody had to be the goat, and the retail merchant was the 
closest point of distribution contact. Not realizing the seriousness of the situation, he 
neglected presenting his alibi, and conviction by public opinion followed. 
@ There are some individual cases where this conviction was justified. There are a few 
so-called retail merchants who have retarded readjustment. However, the great majority 
of those who sell hardware over the retail counter have played the game like true sports- 
men. They have taken staggering losses without a whimper. 
@ Their mistake has been in keeping their losses to themselves; in not telling the public 
the truth about conditions and prices; in not advertising the things they have done. 
@ It was mainly through the news columns that the retailer has suffered. It is mainly 
through those same columns that the cure can be effected. The woodsman knows that the 
best way to fight fire is with fire. 
@ The wise merchant will let his advertising during the readjustment period reflect com- 
parative prices wherever possible. When he takes a decline he will tell the world about it. 
He will show the 1914 price, the peak price and his present price. 
@ Tell the people of your community frankly that you are as intensely interested in lower 
costs as they are; that your future business depends upon your being fair with them. Tell 
them that you have treated them fairly, and that you will continue to do so. Then pound 
home the truth of your assertions with comparative prices on staple articles. 
@ So far as the merchant is concerned, the molding of public opinion is an individual 
problem. Your customers may, and probably will, continue for some time to believe that 
the average retailer is not passing on the declines. They can, however, be educated to 
regard you as an exception; to believe that you are playing fair; to give you their con- 
fidence and patronage. 
@ We are not unduly alarmed or excited. We are only stating facts. The retailer does 
not stand to-day charged with obstructing the natural flow of prices. In the public mind 
he is practically convicted. 
q Fortunately, public opinion can be changed. The newspapers of the country could, if 
they would, restore the good reputation of the retail merchant in a single week. It is. 
not their problem, it is yours. 
@ The remedy for the retail merchant’s present predicament is in his own hands. 
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To court of final appeals in business is the court of public opinion. What the public 














Government Sues “Open Price” Association 


General Moves to Dissolve Big Cement Combination 
Voluntary Trade Associations in No Danger 
By W. L. CROUNSE 


Attorney 


_— Legitimate 


WASHINGTON, July 11, 1921. 
FFICIALS of voluntary trade or- 
6) ganizations throughout the length 
and breadth of the country will 
draw a breath of relief when they hear 
the details of the action just brought by 
the Attorney General against the first 
so-called open-price association that 
has been attacked under the te:ms 
of the anti-trust laws. It is made 
clearly evident in the bill filed by Mr. 
Daugherty that the acts complained of 
are entirely out of line with the policy 
of the legitimate trade association 
banded together for the general wel- 
fare of its members and seeking in no 
way to limit competition or fix prices. 
A close examination of the bill filed 
by the Attorney General at once raises 
the question as to why the defendants 
in this particular case were not pro- 
ceeded against long ago, for the alle- 
gations come clearly within the scope 
of the Sherman law. The answer 
probably is that until the Lockwood 
Committee developed the facts con- 
cerning the big building combines in 
New York City, and the air-tight asso- 
ciations of material men, the Depart- 
ment of Justice had no inkling of what 
was on foot. 


A Modern Invention 


The open price association is a 
modern invention. It has camouflaged 
its operations very successfully with a 
general welfare blanket which Mr. 
Daugherty’s predecessor never thought 
of lifting until Mr. Untermyer turned 
on his big searchlight. 

The action of the Government in the 
Attorney General’s test case is a civil 
suit to dissolve the Cement Manufac- 
turers’ Protective /.ssociation, brought 


in the Federal Court against nineteen 
corporations and four individuals. Defi- 
nite and specific violation of the Sher- 
man law and statutes amendatory 
therof is alleged, and the Government 
asks that these corporations and in- 
dividuals “be perpetually enjoined from 
maintaining a combination and con- 
spiracy to restrain trade.” 

Rarely has the Government pro- 
ceeded against an organization that 
appeared to have so complete a monop- 
oly in the district in which it was oper- 
ating. The Government’s bill charges 
that members of the Association pro- 
duce no less than 90 per cent of all the 
Portland cement used in the northeast- 
ern section of the country. 

The operations of the cement manu- 
facturers in violation of the, anti-trust 
laws began as far back as 1908 when 
the first of the defendant corporations 
were organized as members of the 
Association of Licensed Cement Manu- 
facturers by an agreement entered into 
by which these corporations were re- 
quired to sell cement at scheduled de- 
livery prices which were uniform at 
any given point of delivery. 


Like Pittsburgh Basing Plan 


It will be noted that the scheme 
adopted by the defendants in this case 
resembles in certain particulars the 
Pittsburgh basing device for which the 
Federal Trade Commission is now haul- 
ing the big steel producers. over the 
coals. In its initial form the cement 
association lasted only two or three 
years and was dissolved early in 1911. 

For a dozen years prior to 1915 the 
cement manufacturers maintained a 
national association to which all pro- 
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ducers in the United States belonged. 
The industry developed to such magni- 
tude, however, that in 1915 it was de- 
termined that certain of its functions 
could be more satisfactorily and expe- 
ditiously performed by local sectional 
organizations. 

The country was therefore divided 
up into five sections, each of which was 
allotted to the exclusive domination of 
a single organization. These were 
known as the Cement Manufacturers’ 
Protective Association, with headquar- 
ters in New York City; the Midwest 
Cement Credit and Statistical Bureau, 
with headquarters at Chicago; the 
Southern Audit and Statistical Bureau, 
with headquarters at Dallas, Tex.; 
Norcross Audit and Statistical Bureau, 
with headquarters at Kansas City, 
Mo.; and the Southern Statistical Bu- 
reau with headquarters at Atlanta, Ga. 


Policy Unlike Trade Associations 


The Cement Producers’ Protective 
Association, sometimes referred to as 
the Eastern Association, was organ- 
ized July 16, 1916, in New York, but 
with headquarters in Philadelphia. In 
1918 the general offices were removed 
to New York City. 

This is the organization that the 
Attorney General is now prosecuting 
but it will be observed that the attack 
made by the Department of Justice on 
the cement producers is not based upon 
any line of policy commonly pursued 
by voluntary trade associations, but’ 
rather upon an arbitrary attempt to 
restrain trade and fix prices. Whether 
the Government succeeds in convicting 
the cement producers or not it is evi- 
dent that the suits will furnish no basis 
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for other attacks upon legitimate trade 
associations which seek only the gen- 
eral welfare of their members and do 
not attempt to interfere with compe- 
tition. 

Want Rulings in Advance 


The revival of proceedings under the 
anti-trust law which has taken place 
under the new administration, has nat- 
urally given a decided impetus to the 
movement in progress for some time 
to induce the courts to authorize the 
Federal Trade Commission to make so- 
called “rulings in advance” to guide 
business men contemplating reorgan- 
izations and consolidations of business 
as to which they desire to know wheth- 
er the projects in view are likely to be 
called in question by the Federal Gov- 
ernment. 

The desirability of securing such 
rulings is very clear from the stand- 
point of the promoters of these enter- 
prises; it is a serious question, how- 
ever, as to whether any statute could 
be framed that would enable the Com- 
mission to make advance rulings that 
would stand the test of court review. 

It goes without saying that the Com- 
mission cannot usurp the function of 
the courts in giving a final construc- 
tion to the laws. It is’ equally clear 
that unless the Commission’s rulings 
are to afford complete protection 
against prosecution, they would be of 
little value to those seeking guidance. 


Chairman Thompson’s View 


A very clear-cut statement on this 
subject was recently made by Chair- 
man Huston Thompson of the Federal 
Trade Commission. 

“With reference to good business in 
our domestic markets,” said he, ‘there 
are those who contend that the Gov- 
ernment should assume a parental at- 
titude and rule in advance. Can this 
assumption be basea on the idea that 
the modern business man needs a gov- 
ernmental crutch; that he is prepared 
to hand over his initiative to his gov- 
ernment and to be instructed in ad- 
vance as to what he can or cannot do, 
just as Germany did for her business 
men in recent years? 

“Must there not be a further assump- 
tion that our business man has little 
instinctive idea of right or wrong, and, 
that, therefore, he must be instructed 
in the moralities of business; and that 
the Government must be called in to 
act as his legal wet nurse? 


Unfair Competition No Secret 


‘When I hear the plea of those busi- 
ness men who urge that the Govern- 
ment take this step—and I interject 
here that though few in number, these 
people are very articulate—I say to 
myself, ‘Is it possible that these peo- 
ple do not know that they are injur- 
ing their competitors by a given prac- 
tice, when their competitors know so 
certainly that injury is being done?’ 
You know it when your competitor is 
injuring your market by misbranding 
or falsely advertising his goods, or by 
paying secret commissions to your cus- 
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tomer’s agent in order to acquire your 
business, or by raiding your customers 
through shipping simultaneously to all 
of them his products, and then offer- 
ing them at a price lower than the 
market price, under the pretext that 
the shipment had been made by mis- 
take; or by practising espionage upon 
your customers, when you can so clear- 
ly see the injurious effects of such busi- 
ness methods upon you, do you think 
your competitor who is using these 
methods needs a paternal ruling in ad- 
vance to tell him whether they are 
right or wrong? 

“All these practices, every business 
man must know, cannot but result in 
unfair injury to his competitor. He 
needs no governmental agency to pre- 
dict the results of such practices. Does 
not the consumer naturally feel in the 
same way that business men can them- 
selves judge the effects of their acts, 
when by sitting around the table with 
other members of the industry and ex- 
changing figures as to cost, production, 
price, stocks on hand, etc., and then by 
practically concerted action curtailing 
production, they bring about a situa- 
tion where demand far exceeds supply 
and prices are accordingly advanced to 
the consumer? 


A Dangerous Tendency 


“For two years I have taken it upon 
myself to inquire of many representa- 
tive business men if it is humanly pos- 
sible for a group of those in like in- 
dustries to exchange figures on prices, 
production, stocks on hand, ete., and 
not drift into curtailment of produc- 
tion, and the advancement of price, and 
I have yet to get an answer in the neg- 
ative. The reports of investigations 
already made by the Federal Trade 
Commission, based on the correspond- 
ence of those engaged in certain in- 
dustries, should have settled this ques- 
tion beyond peradventure. 

“For my part I believe most heartily 
in the masculinity and upstandingness 
of the American business man. I do 
not think he wants his initiative taken 
away and I don’t think he needs either 
a legal wet nurse or a governmental 
crutch. 

“If we stop to consider, we can 
easily see that to rule in advance is to 
court disaster. One has but to remem- 
ber that those who seek such ruling 
almost invariably come in the attitude 
of a client to his lawyer, and the law- 
yers at least well know how difficult it 
is to separate the client from his un- 
conscious bias, prejudice or precon- 
ceived notions, so that his counsel may 
get all of the facts. It is a rare case 
in which the attorney in a contested 
case is not surprised in court by facts 
which his client has failed to reveal to 
him despite his efforts to get the whole 
case from that client previous to going 
into court, 


Difficulties in Way of Ruling 


“The Commission in its early experi- 
ence, in attempting to assist those 
seeking to be advised, found that in 
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many cases an applicant advised, un- 
intentionally misconstrued the instruc- 


tions of the Commission. Again a still 
greater difficulty has arisen through 
the fact that a ruling made in one in- 
dustry will almost invariably be taken 
as a precedent for a similar rule in 
another industry, whereas the facts of 
the cases are different and may not 
warrant like rulings. 

“Finally, judging by the work which 
now comes before the Commission, if 
it were able to rule in advance and con- 
scientiously try to make sound rulings, 
the extensiveness of the investigations 
that would be necessary in studying 
the multitudinous possibilities and po- 
tentialities of the proposed plans, would 
take not only a large organization and 
great expense. but would consume a 
vast amount of time. The system 
would be unduly cumbersome, and when 
all was said and done it would be found 
that after all the only “proof of the 
pudding is in the eating,” and that no 
governmental body can satisfactorily 
rule in advance. 

“To my mind the most constructive 
thing that the Government can do in 
business is to give the producer, dis- 
tributor and consumer equal informa- 
tion as to the state of the business 
world and clear the channels of trade 
from producer to consumer of all ob- 
stacles and barriers, so that he who 
seeks his prospective customer can do 
so in competition with his business ad- 
versary on a basis of price, quality, 
service and the advantage of location.” 


Fordney Praises Tariff Bill 


In opening the discussion on the new 
tariff bill which will probably pass the 
House by July 20, Chairman Fordney 
sounded such an optimistic note that 
should greatly assure American in- 
dustry. 

He declares that while he does not 
herald the bill as a panacea for all the 
national difficulties, he does predict 
with the greatest confidence that its 
effect upon industry and labor will be 
highly beneficial. Here is an excerpt 
from his statement that will serve as 
a keynote to those who desire to un- 
derstand the principles upon which the 
new bill is based: 

“I have before me a comparison on 
employment prepared, by the Labor De- 
partment based on reports obtained 
from some 800 factories in various 
principal industries. It shows that the 
number of employees decreased from 
724,663 in May, 1920, to 440,971 in 
May, 1921. The payroll at the same 
time declined from $31,967,162 in May, 
1920, to $18,810,527 in May, 1921. 
These figures taken from representa- 
tive institutions accurately reflect the 
trend of business and employment in 
general. 


German Trade Growing Rapidly 


“T have also before me a communi- 
cation from Brazil stating that imports 
into Brazil from Germany have in- 
creased some 3000 per cent in 1920 over 
1919. I also have a press dispatch dated 
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Berlin, June 26, the heading of which is 
‘Less Unemployment in Germany.’ The 
dispatch states that the number of per- 
sons supported by the Government fell 
off 40,000 during the month of May. 

“Under existing rates many products 
from Germany, Japan and other coun- 
tries are coming upon American mar- 
kets at far less than the American cost 
of production. The displacement of 
American labor is the inevitable result. 
The purpose of the new bill is to en- 
able American industries to meet the 
severe competition to which they are 
now subjected. 

“If time would permit, a long list of 
industries now seriously affected by 
the importation of articles at prices 
with which they compete and under- 
mine the American standard of wages 
could be cited. Cutlery, glassware, 
many kinds of textiles and other com- 
modities of foreign production are dis- 
placing similar domestic articles which 
can and should be made in the United 
States by American labor, and which 
we trust will be when the new bill be- 
comes a law. 

“The rates prescribed in the new 
tariff bill will stimulate American in- 
dustries and cause a revival of busi- 
ness in general. I make this state- 
ment in all confidence and hope sin- 
cerely the bill may speedily be enacted.” 


American Valuation Plan 


One of the most notable innovations 
in the Fordney tariff bill is the adop- 
tion of American market value as the 
basis for assessment of duty on invoices 
of foreign merchandise. This is in- 
tended to correct a serious situation due 
to the fact that all the big manufac- 
turing countries of Europe have an ad- 
vantage over the United States in the 
existing rate of exchange. This is 
particularly true of Germany, where 
the mark, normally worth 24 cents, has 
fluctuated for many months around 1% 
cents. 

It is easy to see that if cutlery, for 
example, could be invoiced in marks, 
at the existing low rate of exchange 
and the duty paid thereon, the Amer- 
ican manufacturers would receive little 
help from the tariff law even should it 
provide for a Chinese wall. Under the 
Fordney bill, however, the foreign cost 
of production will cut no ice in assess- 
ing tariff duties which will be based 
upon the value of goods of equal qual- 
ity in the United States. The applica- 
tion of a good stiff rate to the Amer- 
ican valuation will produce duties that 
will spell protection with a capital P. 


Protectionists Are Pleased 


The joy with which the American 
valuation principle, as set forth in the 
Fordney bill, is being received by the 
manufacturing interests in this coun- 
try may be gathered from the follow- 
ing extract from the American Econ- 
omist: 

“If the new tariff bill effects no other 
useful purpose, in accelerating the 
business and prosperity of the country 
it will amply justify itself provided 
that a really workable and equitable 
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system of valuing imports from other 
countries be put upon our statute 
books. 

“Of course there is opposition to a 
departure from present methods of 
valuation; but, so far as we have been 
able to judge by the adverse comments, 
that opposition springs entirely from 
avowed or disguised Free-Traders. 

“Had a system of American valua- 
tion of imports been in operation in 
pre-war times the United States would 
not have been flooded with ‘made-in- 
Germany’ goods, but, instead, we should 
have had—and now it is to be hoped 
we shall have—more ‘made-in-Amer- 
ica’ in every line of competitive pro- 
duction. We have no wish—it would be 
inimical to our own interests, for rea- 
sons obvious to all—to exclude foreign 
importations of merchandise, but we 
do desire that importation shall be reg- 
ulated so wisely and equitably that the 
American producer, with his higher 
standards of living and ideals than his 
European competitors, be given an 
equal chance at least.” 


Would Expedite Parcel Post Claims 


The new Third Assistant Postmaster 
General, Mr. W. Irving Glover, has taken 
definite steps to clear up the very seri- 
ous arrearage in the payments of in- 
demnity for the loss and damage of in- 
sured parcel post, concerning which so 
much complaint by the public has been 
made for a year or more. An appro- 
priation for the employment of addi- 
tional temporary assistance has been 
obtained and it is expected that this 
arrearage will be cleared up in the next 
sixty or ninety days. 

There was a tremendous increase in 
parcel post business in the early part 
of last year following the railroad 
strike and the consequent embargoes on 
freight and express, and this brought 
about a correspondingly larger num- 
ber of losses and damages to parcels, 
with a depleted force of employees to 
handle the claims. 

The principal cause of delay in ad- 
justment of the claims at the present 
time is the failure of postmasters to 
complete the claims and forward them 
promptly to the department. This is 
particularly true in cases of postmas- 
ters at the smaller offices. Instruc- 
tions are being sent to all postmasters 
to give immediate attention to the for- 
warding of these claims to the Depart- 
ment. 


Doing Things a “Little Bit Better” 


The “Do-a-Little-Bit-Better” talks 
and messages of Postmaster General 
Hays to postal workers are bearing 
fruit, according to Department offi- 
cials. Reports are coming from post 
offices and from other postal activities 
that a very fine spirit has developed 
among the workers and that a tighter 
grip on things has resulted. It is re- 
ported that some of the workers have 
said that while they thought they were 
doing pretty well, since hearing these 
talks and getting these messages from 
the Postmaster General they had de- 
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cided to try to do things a little bit 
better. 

Postmaster Chance of the Washing- 
ton post office reports a saving in aux- 
iliary clerical allowance for the cur- 
rent quarter of $30,000 over the same 
quarter last year, and a saving of $12,- 
000 from the amount alloted for this 
quarter. Postmaster General Hays 
and Postmaster Chance believe that 
this saving is solely due to the fine 
work of the employees in the Washing- 
ton post office. 

Hardware men might take a leaf out 
of the Postmaster General’s book. 
Bring this little matter to the atten- 
tion of your employees and watch re- 
sults. It will be worth your while. 


WORTH WHILE WASTE 
BOXES 


Paper accumulates on the floor be- 
hind retail hardware store counters 
quite rapidly at times. We have wit- 
nessed instances where salesmen fairly 
waded through waste paper. Natural- 
ly their attention is divided about 




















This box saves the appearance of floor 


equally between the paper, the cus- 
tomer and the goods in question; poor 
salesmanship. 

At the Belcher & Loomis store, 
Providence, R. I., they have eliminated 
this paper on the floor nuisance to a - 
very large extent. They constructed 
waste boxes of %-in. stock, rectangular 
in shape, two sides of which are 28 in. 
high and 20% in. wide, and one side 
28 in. high and 29 in. wide. The odd 
shaped side is placed against the in- 
side of the counters. The amount of 
space taken up by this box is remark- 
ably small. It does not interfere with 
the clerks, and at the same time it 
holds a large amount of waste paper. 
As a result, the Belcher & Loomis floors, 
in back of counters, are singularly free 
of clutter. 

These are but a few of the many 
little things that make it well worth 
while to inspect and study this Provi- 
dence hardware store. 











Valuable Idea for Store Catalog or Store Paper—Electric Fans 


Make Good Ad Copy These Days—-Other Ideas for Current Publicity 


Machine-Made Breezes 


No. 1 (2 cols. x 3% in.) 

The fellow who mixes up the summer 
breezes and shoots ’em down to swel- 
tering mankind is just as unreliable as 
all the other weather men and on a 
day when a snappy breeze is needed 
most, a feather wouldn’t detect one. 

That’s why men took to making their 
own breezes and these days are just 
the time to advertise the machine-made 
zephyrs. The very mention of an 
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Time now to advertise electric fans 


electric fan is cooling when the mer- 
ecury is oscillating around 95. 

Here’s how Hindley’s Hardware, 
New York City, advertises fans. Well- 
known trade-marks are featured indi- 
cating a range of choice in makes and 
mention is made that the straight 
throw and the oscillating types are 
carried in stock. 

Notice the arrangement of the cuts 
in this small ad. Space is economized 
but the cut suggests the delight of 
the fan’s cooling breeze. The heading 
is also well worth using on one of your 
electric fan ads. 

Our only criticism of this ad is that 
the firm name display is out of pro- 
portion to the size of the space. A 
smaller firm name display would not 
only be just as readable but it would 
improve the appearance of the entire 
announcement. 


Fine Idea for Publication 
No. 2 (8 in. x 10 in.) 

John A. Losee, President of the 
Buchanan Hardware Co., Richfield 
Springs, N. Y., believes in getting all 
he can out of his store publicity and 
to this end he printed on the last page 
of his catalog the form you see repro- 
duced herewith. 

This page will bear considerable 
study. The group of items to be 


checked appeal especially to those 
living in rural communities. Were the 
idea to be used in connection with a 
catalog published by a city hardware 
store, a number of changes in the list- 
ing would of course have to be made. 

This coupon printed on the last page 
of the catalog comes before the atten- 
tion of the reader at a time when he 
has presumably digested the contents 


of the catalog and has in mind a num- 
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High Grade Willow 
Clothes Baskets 


Extra heavy bleached close- 
ly woven wood bottom, the 
best clothes basket made, 
all new stock— 


Sane chat F nccsesys $2.40 

Medium size ........ $2.85 

Large size ..v.cceese! 53.30 

NOTE THESE PRICES 

10-quart Galvanized Pail .........35c 
Common Clothes Pins, 3 dozen for 10c 
Folding Iron Boards ...........$4.50 
Curtain Stretchers ..........%.6+ $2.75 
BP. & G. Bae CROs gre ciccccccccss 7c 
Ivory Flakes, package ............ 10c 
Brass King Wash Board .......... 65c 


Southern Hardware Company 


For wide-awake shoppers who reach our store before twelve o'clock tomorrow— 
Tuesday—morning a special offering of selected washday needs at opportune prices 
which will save you money. 

WE WILL DECLINE PHONE ORDERS 








= 
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Willow Clothes 
Hampers, Square 
Wood Bottom 





Medium size ........ $7.00 
Large 61sec. ccccces $8.50 
Splint Clothes 
Hampers 
Small size ........ $1.00 
Medium size ........$1.25 
Large size .......... $1.50 
Note These Prices 
Galvanized Wash Tubs 
No. 1 size priced ........... eo. 200 
No. 2 alae prteed .ccccteccccesss $1.00 
No. 3 sine priced -...cccccccccce. $1.35 
Solid copper Wash Boilers, No. 8 size, 
rer 
Bench Clothes Wringers, three-year 
MEI 6 n.06 60 -chcvcesenncs $13.50 
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Well presented sale of wash-day needs 
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ber of articles that have interested him. 
How easy is it, then, for him to check 
those items and mail the coupon or put 
it aside until he is able to get to the 
village and make a personal call at 
the store. 

We believe this last page adds tre- 
mendously to the pulling power of the 
entire catalog for the coupon will be 
filled in at a time when the reader has 
had a chance to go over carefully just 
what the store has to offer him. 

The same coupon idea can be used 
in connection with your store paper. 

The copy to the left of the coupon 
is well worded and we suggest its use 
in connection with the coupon. We 
have a criticism to make in the way 
this matter is set. The underlined 
words are hard to read. It would be 
better to leave off the rules entirely or 
to emphasize a few words or phrases. 

The page features the store’s slogan: 
“At Your Service.” Has your store a 
slogan? It’s a mighty good thing to 
have. 

Sale of Wash-Day Needs 


No. 3 (3 cols. x 8 in.) 

The Southern Hardware Co., Tulsa, 
Okla., sent us this well displayed morn- 
ing sale of wash-day needs. The cuts 
serve to identify the ad at first glance 
and the opening paragraph limits the 
duration of the sale. The items are 
selected well and cover about the entire 
range of wash-day requisites. The 
fact that prices are quoted on each 
item makes this a genuine sale ad and 
one that puts it right up to the reader 
to act. 

Good Combination Ad 


No. 4 (2 cols. x 8 in.) 

This ad sent up by the J. G. DePrez 
Co., Shelbyville, Ind., and used by them 
in the July issue of their store paper, 
“Dep’s Pep” is an excellent combina- 
tion ad on two seasonable items. A 


| Mixed Paints, Lead, Oi 


AT THE J. G. DEPREZ CO.’S BIG BUSY STORE 


SAVE THE SURFACE 
AND YOU SAVE ALL 





—It is cheaper to paint than re- 
build. Come to us and tell us 
your paint troubles and we will 
give you figures that will save 
you money. We carry a complete 
line of Paints, Varnishes, Lead 
and Oils. 

OUR PAINT DEPT. IS ALWAYS AT YOUR SERVICE 
SUPERBA MIXED PAINT, per gallon....-...._....§2.75 
OVERLAND MIXED PAINT, per gallon___..__._____ $3.25 
BRADLEY-VROOMAN PAINT, the best paint on tne 

Es i IIE cictinnetiawngicccmnkasencencehl $3.75 

LINSEED OIL by the gallon or barrel. 

ANCHOR and CROWN WHITE LEAD. 


Refrigerators 


—We are showing the best liner 
of high grade refrigerators we 
‘ever had on our floors. Our prices 
are low. Come and select 
refrigerator now. 








your 


REFRIGERATORS ‘at $13.50 
and up to $80.00 
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he J. G. DePREZ CO. 


18-20 PUBLIC SQUARE Shelbyvifle’s Greatest Store 











Combination ad on paints and refrig- 
erators 
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“AT YOUR SERVICE” 





Remember that our store is 





At Your Service.” When in 





town we cordially invite you 





to make our store your head- 








quarters. Some of our friends 





have called our store “the 





frizndly store.” Come in and 





look over our stock. We will 





not annoy you by endeavoring 





to persuade you to make pur- 





chases, and we want every 





person in the community to 
feel free to come in and look 
around and see the new mer- 
chandise that we are constant- 
ly adding and the many new 
household helps which we aim 


to stock as soon as they are 





put on the market. Call, write 





CUT OUT ON DOTTED Lines 


MAIL THIS 


COUPON 


BUCHANAN HARDWARE CO., 


Richfield Springs, N. Y. 


Send me full informatie 


ing marked with (X) 


Victrolas 

.. Vietor Records 
Hoosier Cabinets 

Vacuum Sweepers 
Hand Washers 

.. Power Washers 

.. Electric Washers 

..O'Cedar Mops 

..- Reirigerat 
Community Silva 
Pressure Canners 
Conservo Cookers 
Phau toing 
Hot Water Heating 
St¢ Tle t 

Pipe Furnaces 

Pipeless Furnac 

.. Ranges 
Fireless Cow 
Pyrex Ware 


Dinner Sete 


ind Heaters 


kers 


Vliuminum Ware 
Goulds Pump 
Paint 


Rubber Roofiig 


.- Beaver Board 
.-Chemnic 
.. Water Systen 
.. Cow Bowls 


. Cow Stanchion 


m regarding the follow 


.. Metal Siding 
-» Metal Shingles 


il Closet 


. Galvanized ‘Tank 


Letz Fee 
Hay Car and Track 


-James Bar 


. Gasoline barging 


Power Grindstone 


.. American Fence 
.. DeLaval Milker 

.. Empire Milker 

.. DeLaval Separator 
.. Poultry Supple 
..Pyrox 


. Cultivators 


Harrows 


.. Forges 
-- Feed ¢ 
.. Pank Heater 


.. Incubators 


ooker 





or phone ‘us for any informa- 





-Galy 
tion that you may desire on 





goods in our line. You will 





receive a prompt reply. + 





Phone 63 








amized Roofing 


Name . 


Buchanan Hardware Company 


“At Your Service” 


.. Egg Cases 


.. Brooders 


RONWOER. onsets wiitny . 


Richfield Springs, N. Y. 
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A feature that will improve a store publication 


great deal of painting is being done 
this summer for there has been a large 
increase in the number of people own- 
ing property and therefore a need for 
new owners to make up for the neglect 
of the old ones. Houses have been sold 
which required going over from cellar 
to roof and there has been an increasing 
demand for paint. 

This ad features prices and brands 
and also invites the reader to come in 
the store and discuss his painting prob- 
lems and needs. 

We would suggest that at this time 
of the year the hardware dealer sug- 
gest that it is a good time to devote 
some of the extra time from business 
to sprucing up property. A lot of 
work in the painting line can be done 
during early evenings and afternoons 
off and if the job is being done by 
painters, the house owner will have 
more time to follow their work and 
make suggestions. 

The refrigerator portion of the ad is 
well handled. The price range informs 
the reader that there is a refrigerator 
for every pocketbook. We do not, 
however, think much of the cut used 
in this ad. Better get hold of a more 


inviting cut that suggests quality to 
the reader. 





George Howard Dead 


George Howard, prominent hardware 
dealer of Mount Vernon, N. Y., died re- 
cently at his residence at the age of 
eighty-six years. Mr. Howard started 
in the hardware business at Mount 
Vernon in 1866. In 1916 the business 
was incorporated after the death of Mr. 
Howard’s son Charles. During the 
past fifty-five years the location of the 
Howard store has been in practically 
the same place on South Fourth Street. 

Mr. Howard was born in England, 
but came to this country with his 
parents at the age of 16 and settled 
at Hartford, Conn. Later he went to 
Brooklyn, N. Y., learned a trade, and 
then travelled west spending some time 
at Galveston, Waco and Houston, Tex. 

Returning east he opened the George 
Howard hardware and plumbing busi- 
ness in 1866. In 1899 his son Charles 
entered the business, and Mr. Howard 
gradually retired from active manage- 
ment. At the death of his son in 1916 
the business was incorporated with 
Mr. Howard as president and treas- 
urer; Mrs. Maude M. Howard, assistant 
treasurer; Bertrand Fowler, vice-presi- 
dent and general manager, and Louis 
Young, secretary. 
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Arthur M. East Succeeds 
* Phillips Wyman 


RNEST T. TRIGG, Chairman of 
the Advisory Committee of the 
“Save the Surface” Campaign, an- 
nounces the appointment of Arthur M. 
East as business manager of the “Save 
the Surface’ Campaign, to succeed 
Phillips Wyman, who recently resigned. 
Mr. East was chosen by the Advisory 
Committee on account of his experience 
as a Sales Executive, National Cam- 
paign Director and Publicity and Ad- 
vertising Manager. It is with a great 
deal of pleasure that the chairman is 
able to announce the securing of Mr. 
East’s services. 
Mr. East comes to the “Save the Sur- 
face’? Campaign from the Collins In- 

















Arthur M. East 


dustrial Council of Philadelphia, 
specialists in industrial publicity, 
where he has been the managing di- 
rector. 


He is a native of Nebraska and at- 
tended Nebraska and Columbia Uni- 
versities. His publication experience 
includes that of business manager of 
a daily newspaper and advertising 
manager of a national class publication. 

While Secretary of the Industrial De- 
partment of the International Commit- 
tee Young Men’s Christian Association, 
he originated the idea of National 
Thrift Week, developed it, and as the 
National Campaign Director success- 
fully organized it into a national move- 
ment. 

He has already received pledge of 
hearty support from many of the paint 
and varnish manufacturers, and will 
continue aggressively to promote the 
“Save the Surface’ Campaign, which 
has produced unusual results through 
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The Business Quiz—No. 25 


Question No. 1—What is known as a “writ of attachment?” 

Question No. 2—What are the two common factors to make a 
bond legal? 

Question No. 3—What class of names are exempt in registering 
trade marks? 

Question No. 4—What is the meaning of the term “Boycott?” 

Question No. 5—What is known as the “point” system of com- 
pensating salesmen? 

Question No. 6—In what way does the Federal Bankruptcy Act 
operate for insolvents? 

Answer to Business Quiz No. 25 

Answer No. 1—A writ of attachment against property is com- 
monly used to prevent the fraudulent removal or concealment of 
goods before some question concerning same can be settled by law. 

Answer No. 2—To make a bond legal the person who gives the 
bond is named the “obliger’” and the one receiving the “obligee.” 

Answer No. 3—Names of places, descriptive names or those 
found in the dictionary may not be registered as trade names or 
trade marks. ' 

Answer No. 4—To Boycott is to organize and conduct a system 
of commercial ostracis. It has taken its name from the originator 
Captain James Boycott of Ireland who first put the boycott in 
force. 

Answer No. 5—The point system of compensation consists of 
crediting salesmen a given number of points for goods sold, calls 
made and other tasks completed. The points are totaled at the 
end of a certain term and compensation given accordingly. 

Answer No. 6—Under the Federal Bankruptcy Act the bank- 
rupt’s property is taken in charge by an appointed trustee and 
the proceeds divided pro rata between the creditors, which frees 
the debtor from all claims against him at such times the bankrupt 
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2 proceedings started. 


the work accomplished by Mr. 
Wyman, who has been business man- 
ager for the past two and a half years. 

Mr. Wyman is leaving to undertake 
other organization work in the ad- 
vertising field. Mr. Wyman came to 
the Committee two and a half years 
ago at the start of the campaign. In 
that time the campaign has grown to 
twice its size and many constructive 
measures have been instituted to carry 
on the natural developments of the co- 
operative plan. Aggressive efforts 
have been put forward in making the 
campaign a vital force with the dealers 
and master painters as well as with 
the manufacturers and jobbers. 

The campaign in its short life has 
been recognized by other industries as 
an outstanding, successful example of 
the industrial cooperative idea, as a 
supplement of the creative selling and 
advertising efforts of the individual 
manufacturer. Many cooperative cam- 
paigns have patterned their operations 
after the “Save the Surface” plan. 

A good start has been made and with 
the continued cooperation and support 
of the entire industry in the develop- 
ment of plans which the committee has 
had under way and in contemplation, 
the committee looks forward to a de- 
gree of success in the future which will 
permanently establish the campaign as 
a major creative force in the industry. 


Cleveland Club Meeting 


The first meeting of the recently or- 
ganized Cleveland Hardware Club was 
held at the Hotel Cleveland, June 28, 
and the good attendance and interest- 
ing program presented indicate that 
the club will be a very successful or- 
ganization. Although the weather was 
extremely hot there was an attendance 
of 115, ineluding retail dealers and 
representatives of jobbing houses and 
manufacturers. 

The early part of the evening was 
devoted to speech making, and later a 
buffet lunch was served. The speakers 
included George Schneider, formerly 
secretary of the Cleveland Athletic 
Club, who talked on _ organization, 
Joseph Harris of the Union Trust Co., 
who discussed some phases of the 
financial situation, and Thomas Jones 
of the Industrial Department of the 
Cleveland Board of Education, who 
talked on salesmanship. 

The Cleveland Hardware Club has 
completed its organization by the ap- 
pointment of H. B. Bradford as secre- 
tary. Mr. Bradford will devote his 
time to building up the club and look- 
ing after its affairs. 

The Cleveland Hardware Associa- 
tion, which is composed entirely of 
retailers, has decided to hold a picnic 
in August. 
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| 


Office of HARDWARE AGE, 
239 West 39th Street, 
New York, July 11, 1921. 

MPORTANT price reductions an- 
| nounced during the past week con- 

stituted the outstanding develop- 
ment in the local market. Jobbers re- 
port that they have received a num- 
ber of price changes from manufac- 
turers, some of which they will be un- 
able to announce for a few days be- 
eause of the large amount of detail 
work that accumulated over the holi- 
day. It is expected that by the end 
of next week all price changes that 
local jobbers have received will have 
been announced to the trade. Jobbers 
say that they have received notifica- 
tions from a number of manufacturers 
that price revisions may be expected 
by Aug. 1, which will be the earliest 
that many of the factories will be able 
to compile and issue their new lists. 

Outstanding among the price reduc- 
tions of the past week was the an- 
nouncement of a drop in steel prices, 
averaging between 15. and 20 per cent, 
made by the Bethlehem Steel Co. A 
statement by the company through its 
president, E. G. Grace, says: 

“The new prices represent a reduc- 
tion of $4 per ton on bars, structural 
shapes, plates, skelp, billets, sheet bar, 
slabs and blue annealed sheets; $5 per 
ton on black and galvanized sheets; 
$10 per ton on tin plate. 

“Present manufacturing costs do not 
in any sense warrant these reductions, 
but this company desires to contribute 
even more than its full share to re-es- 
tablish conditions in the steel trade on 
what might be regarded as a normal 
basis.” 

Among some of the important price 
reductions made during the past week 
were the following: 

Russell Jennings bits have been re- 
duced approximately 172 per cent, and 
are now being quoted by local jobbers 
at 5 per cent off list. 

Both Henry Disston & Sons and E. 
C. Atkins & Co. have issued revised 
price lists which, according to local 
jobbers, represent approximately a re- 
duction of 172 per cent on hand saws, 
10 per cent on small saws, 22 to 10 
per cent on plastering trowels and 10 
per cent on two-man saws. These per- 
centages are approximations made by 
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local jobbers for the purpose of gag- 
ing the extent of the reductions that 
have been made, and for that reason 
should not be taken too literally. 

“Eureka” post hole diggers have 
been reduced and are now selling, f.o.b. 
New York, at $18 per doz. 

Copper sheets, tube and wire have 
been reduced by some of the local 
holders one-quarter of a cent per Ib., 
and brass sheets, tube and wire have 
been reduced about one-half of a cent 
per Ib. 

The Flexible Steel Lacing Co., Chi- 
cago, has reduced prices on its “alli- 
gator” belt lacing approximately 10 
per cent. 

It is reported on reliable authority 
that some of the large manufacturers 
of galvanized sheets have reduced 
prices to the new level of the Bethle- 
hem Steel Co. 

H. L. Judd Co. has issued new prices 
on curtain rods. 

Jobbers report that they have re- 
ceived notification from the following 
manufacturers regarding prices: 

Otto Bernz, Newark, manufacturer 
of plumbers’ supplies, blow torches, 
etc., has announced new price lists are 
ready for distribution, but that no 
change has been made on torches. 

The Consolidated Fruit Jar Co., New 
Brunswick, N. J., announces that it 


contemplates no _ price ,changes at 
present. 
The Acme Shear Co., Bridgeport, 


Conn., has made an announcement to 
the same effect. 

Gilt nails have been reduced about 
10 per cent. 

The Leonard Watch Co. and the New 
Haven Clock Co. are both reported to 
be preparing new price lists. 

Edwin Hills, Plainfield, N. J., manu- 
facturer of garden tools, has announced 
that a reduced price list is being made 
out. ~ 

Kraeuter & Co., Inc., Newark, N. J., 
has announced that it will publish a 
new price list within a few days. 

The Cronk & Carrier Mfg. Co., El- 
mira, N. Y., announces that a new 
price list will be ready on or about 
July 15. 

Adolph Kastor & Bros., 109 Duane 
Street, New York, announce that new 
lists will be ready on pocket knives in 
the near future, representing a reduc- 
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tion of approximately 10 to 20 per 
cent. 

American Fork & Hoe Co., Cleve- 
land, Ohio, announces that there will 
be no changes in its line before Aug. 
15. 

Other changes are noted in the body 
of this report in bold face type. 

Automobile Accessories.—The de- 
mand for accessories seems to be more 
or less limited to specialties. The 
wholesale market is not over active, 
although the general tendency is fairly 
firm. The retail market is fairly vig- 
orous. 


Axes.—This line is more or less dull 
at the present time. Jobbers report 
only small sales. The present prices 
are: 

Jobbers’ quotations f.o.b. New York: 

‘ House axes, ebony finish, 2% Ib., $12 per 
OZ. 

“Fall City’? axes, 2% Ib., $13.50 per doz. 

Long Island handled axes, 2% to 2% Ib., 
$19.60 per doz. 

Second quality, 26 in. handle, 4 to 5 lb., 
$19 per doz. 

Flint edge, Rockaway pattern, 4 to 5 lb., 
$20.75 per doz. 

Connecticut pattern, handled axes, 3 to 
3% Ib., $19.60 per doz. 


Bolts and Nuts.—Price changes be- 
came effective during the past week on 
some of the items listed under this 
heading as noted herewith in bold face 
type. Interest is mild, though fairly 
consistent. Stocks are apparently in 
reasonably good condition. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent; 
longer and thicker, 45 per cent to 45 and 5 
per cent; machine bolts, % x 4 and smaller, 
50 and 10 per cent to 50, 10 and 5 per cent; 
larger and thicker, 50 per cent to 50 and 5 
per cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 and 10 per cent to 75 per cent; 
larger and thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron. 20 
per cent; brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 to 12/32 in., 40 per cent; 
14/32 in., 30 per cent; lock washers, 40 
per cent. 

Toggle bolts, steel, bright finish, 50 and 
10 per cent, 

Iron rivets, 35 and 5 per cent; copper riv- 
ets, 50 and 5 per cent. 


Builders’ Hardware.—A slight but 
consistent increase in the demand for 
builders’ hardware has been noticeable 
for some weeks past in the local mar- 
ket. Building is undoubtedly increas- 
ing despite labor disturbances. Some 
interesting statistics in this connec- 
tion have recently been compiled by the 
F. W. Dodge Co.: 
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“At the end of January, this year, 
building activity was 6 per cent behind 
the average of the preceding five years; 
at the end of February it was 11 per 
cent behind; at the end of March, 4 
per cent behind; at the end of April, 5 
per cent ahead, and at the end of May 
it was 11 per cent ahead of the aver- 
age for the first five months of the 
preceding five years.” 

Coffee Mills —Light demand, steady 
prices, fair stock. 


Jobbers’ quotations f.o.b. New York: 

Coffee mill, glass hopper, metal parts 
japanned, holds 1 lb. coffee, $11 per doz. 
Same, slightly different shape, $14.25 per 
doz. 


Farming Tool Handles—No mate- 
rial interest has yet developed in the 
local market for these articles. Prices 
are still being held. Local stocks are 
apparently adequate. 


Jobbers’ quotations f.o.b. New York: 

Hay fork handles, bent, 5 ft., 85 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz. 
plus 5 per cent; 6 ft., $6.70 per doz. less 5 
per cent. 

Long handle manure fork handle, $4.40 
per doz., plus 5 per cent; wooden D manure 
fork handle, $6.90 per doz., plus 5 per cent. 
Six-ft. rake handle, $6.20 per doz., less 5 
per cent. 

Shank rake hoe handles, $3.40 ver doz., 
plus 5 per cent. Spade handles, $7.10 per 
doz., plus 5 per cent. Malleable D spading 
fork handle, $5.75, plus 5 per cent. Wooden 
D spading fork handle, $6.90, plus 5 per 
cent. 

Farming tool handles’ generally are 
quoted in this section at discount of 5 per 
cent. Pick, sledge, hammer and hatchet 
handles are quoted discount of 5 per cent. 


Galvanized Ware.—lIt is reperted 
during the past week that some of the 
large manufacturers of galvanized 
sheet have reduced prices to the level 
set by the Bethlehem Steel Co. Slight 
reductions were made by some of the 
large holders in the local market, 
which seem to interest buyers very 
little. The sheet market is very slack. 


Prices to retailers, f.o.b. New York: 

Galvanized sheet, No. 28 gage, $5.50 to 
$5.75 per 100 Ib. 

Jobbers’ quotations f.o.b. New York: 

Galvanized pails, 8 qt., $2.85; 10 qt., $3.20; 
12 qt., $3.50; 14 qt., $4; 16 qt., $4.80. Prices 
are for 1 doz. 

Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—A 
certain amount of small buying still 
continues for these articles. Prices 
are unchanged. 


Jobbers’ quotations f.o.b. New York: 

Common brand, % in., 4 ply, 13c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per ft. Bull Dog 
brand, 7 ply, 18c. per ft. 

Hose Reels.—For fastening to side of 
house, steel reel, iron spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., 
corrugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25.00 


per doz. Metal hose reel, with tubular 
frame and tubular steel wheels, corru- 
gated galvanized steel drum, enameled 


green, 100 ft. capacity, $51 per doz. 

Garden Hose Nozzles.—Light buying 
at steady prices continues to charac- 
terize this line. 

Hose nozzles, polished cast brass, for % 
in. hose, are quoted at $7.89 per doz. 
Same, extra heavy, $8.25 per doz. 

Garden Tools.—Interest has percep- 
tibly weakened in this line. Prices 
are unchanged, and it is believed that 
some of the local distributors have not 
been able to dispose of their stocks to 
the extent that they had anticipated. 


Jobbers’ quotations f.o.b. New York: 
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Spading forks, 11 in. angular tines, 
forged from crucible steel, steel cap fer- 
rules—4-tine malleable D handle, bronzed 
with strap ferrule, $12 per doz. Same, 
with weod handle, $15.50 per doz. Same, 
with wood handle and five tines, $24.20 per 


doz. 

Weeding hook, malleable iron, in, 
enameled wood handle, $1.20 per doz., net. 
Same, three steel tines, tin, black enam- 
eled handle, $1.35 per doz., net. Same, 
three hand-forged steel prongs, grip han- 
dle, $1.40 per doz., net. 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 lbs., $24 doz., net. 

Turf ecger, cast steel blades, bronze fin- 


ish shank, 4% ft. handle, socket style, 
$12.03 per doz., net. Same, shank style, 
$10.85 per doz., net. 

Standard tree pruners, forged steel 


blade, with 2 in. curved cutting edge, steel 
drawing rod, lever handle with steel lever 
and hardwood grip, all sizes, are being 
quoted at 20 per cent discount pby local 
jobbers. 


Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz., net. 
Ladies’ flower trowel, heavy one-piece 


steei blade, 5 in., half polished and enam- 
eled maroon, stained handle, $1.25 per doz., 
net. 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 
Florists’ trowel, heavy solid steel, 6 in. 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel, 6 in. blade, half polished, 
painted red, ebony finished handle, $4.35 
per doz., net; 6 in. solid socket forged steel, 
full polished, grip handle, $7.51 per doz., 


net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue finish, 
sell for $4.87 per doz. 

Same, with solid or assorted steel blades, 
6, 6%, 7, 7% and 8 in., 4% ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%. 7, 7% and 8 in., 4% ft. 
handle, gold bronze finish, $9.37 per doz, 


Hose Couplings.—Interest is slack 


and prices unchanged. 


Jobbers’ quotations f.o.b. New York: 
_ Brass hose couplings, cast metal for % 
in. hose, $2 per doz., net. Same for % in. 


hose, $2 per doz., net. Clinching nose 
coupling, solid brass, clamps and _ tubes, 


one-piece, % in. hose, 
Improved brass hose, 
cets, % x % 


$2.75 per doz., net. 
connections for fau- 
in., $2 per doz., net. 


Ice Cream Freezers.—Jobbers report 
moderately good business for freezers, 
although practically all sales are of 
the “pick-up” nature. Prices are un- 
changed. 


Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 
White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
galvanized, 1 qt., $3.65 apiece. Same, 4 at., 
$13.70 apiece, 

Auto vacuum freezers are quoted at 
3.35 apiece in the 1-qt. size and the 4-qt. 
size about $6.70 apiece. 

Prices to retailers f.o.b. New York: 

Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz, 





Lanterns.—This line is a present at a 
standstill. Prevailing quotations in 
this locality are: 


Jabbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns. $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. 3uckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers.—Seasonable interest 
for lawn mowers has practically come 
to a standstill, although scattered sales 
are still reported. 


Jobbers’ quotations f.o.b. New York: 

Common lawn mower, with 8 in. open 
drive wheel and 4-blade cutter, 12 in. size, 
$7.60 apiece. Same, 14 in., $7.80 apiece. 
Same, pipe ball-bearing lawn mower,, with 
higher grade knife steel blades, 14 in., 
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Higher 


0.30 iece; 16 in., $10.70 apiece. 
ane tg 14-in. 


grades ball-bearing lawn mowers, 
size, $12 apiece. : 

Grass catchers to fit mowers, from 12 to 
16 in., are sold at $14 per doz. 

Linseed Oil.—Quiet conditions con- 
tinue to prevail in this market. The 
general impression seems to be that 
the market is negotiable. Business 1S 
chiefly confined to small quantities. 

Prices to retailers, f.o.b. New York: 

Linseed oil, car lots, is quoted at 72c. to 
75c. per gal. Less than car lots, but more 
than 5 bbl., 75c. to 78c. per gal.; 5 bbl. lots, 
and less, 77c. to 80c. per gal. Boiled is 2c. 
extra additional per gal. Double boiled oil 
is 3c. extra per gal. and oil in half bbl. lots 
is 5c. per gal. additional. 

Rat and Mouse Traps.—Little inter- 
est prevails at present for these ar- 
ticles. Most of the local jobbers en- 
tertain the opinion that prevailing 
prices will probably hold for some 
time. 


Jobbers’ prices f.o.b. New York: 
doz. 


“Out Sight” rat traps, $1.45 per 
“Out Sight’? mouse traps, 75c. per doz. 
“Victor’ mouse traps. 25c. per doz. ‘Hold 


Fast’? mouse traps, 27c. per doz. 
Nails.—Conditions in the local nail 
market are very erratic. The market 
is apparently negotiable and price 
shading is said to be prevalent in many 
quarters. The local nail business 
seems to be confined principally to in- 
quiries, as the number of actual orders 
is comparatively small. 
Jobbers’ quotations f.o.b. 


Wire nails, $3.75 to $4 
cartage 


10ec. to 
base, per keg. 
keg. 


New York: 

base, per keg; 
25e. extra. Cut nails, $4.75 
Coated nails, $3.10 base, per 





Copper wire nails, 5 Ib. to a box, 1 in., 
42c, ver Ib.; 1% in.. 41c. per lb.; 1% in., 2 
in., 2% in., 3 in., 40c. per lb. Copper cut 
nails, 5-lb. boxes, 1% in., 50c. per 1b.; 2 in., 
21% in. and 3 in., 49e. per Ib. 

Naval Stores.—Very little buying is 
being manifested in the local market. 
Local stocks are not large, but are ap- 
parently adequate for all present de- 
mands. 

Prices to the retailer, f.o.b. New York: 

Spirits of turpentine is being quoted at 
57/Yoc. per gal. in bbl., yard basis. Rosin 
is in a somewhat stronger position. A 
large number of inquiries have been re- 
ported for the cheaper grades. B grade, 
$4.95; D grade, $4.95; E and F grades, $5; 
G arade, $5.10; H grade, $5.15; | grade, 
$5.20; K aqrade, $5.55; M grade, $5.90; N 
grade, $6.65; WW, $7.75. 


Pruning and Grass Skears.—Interest 
is beginning to wane on both of these 
items. Prices are unchanged. 

Jobbers’ quotations f.o.b. New York: 


Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $3.25 per doz., 
net. California pattern, tool steel blade, 


volute tempered spring, nickel plated finish, 
6 in., $16. Same, black finish, $11.58 per 
doz., net. Same, 9 in., full polish, $17 per 
doz., net. California pattern, with ratchet 
butt, tempered steel blade, volute spring, 
full nickel plated, $19 per doz. 

Grass shears, 5% in., steel blades, jet 
finish, polished edge, $3.40 per doz., net. 
Same, trowel shank handle, tempered 5% 
in. blade, green enamel finish, $4.25 per 
doz., net. 


Roller Skates.—Little activity is ex- 
pected in this line before early fall. 
Prevailing prices will probably hold for 
some time. 


Jobbers’ quotations f.o.b. New York: 


Extension roller skates, steel foot plate 
and back, extend 74 to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cush- 
ioned, extension 7% to 10 in., half strap 
heel, clamp toe, plain steel roll, $2.10 per 
pair. Extension ball-bearing roller skates 
for men, nickel-plated, $2.65 per pair. 


Same, for women, $2.75 per pair. 
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Rope and Twine.—Little change of 
any moment has manifested itself in 
the local rope market. Buying is al- 
most at a standstill. The recent re- 
ductions have apparently done very 
little to stimulate interest. 


Jobbers’ quotations f.o.b. New York: 
Manila rope, No. 1 grade, 16c. per Ib.; 
manila No. 2 grade, 15c. per Ib.; manila 
No. 3 hardware grade, 138c. per Ib. Sisal, 
No. 1 grade, 13c, per lb.; sisal, No. 2 grade, 
lic. per lb. Bolt rope, 20c. to 22c. per Ib. 
Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 18c. to 23c. per lb. India hemp 


twine, No. 9, 15c. to 17c. per Ib. 


Screws.—A mild form of consistent 
interest still holds in this line. Stocks 
are in fair condition, some of the local 
jobbers have made slight discount re- 
visions. 


Jobbers’ quotations f.o.b. New York: 
Wood Screws.—Iron, bright, flat head, 
12% and 10 per cent; iron, bright round 
and oval head, 7034 and 10 per cent; iron, 
blued, flat head, 721% and 10 per cent; iron, 
blued, round head, 70 and 10 per cent; 
brass, flat head, 65 and 10 per cent; brass, 


round and oval head, 631% and 10 per cent. 
Machine Screws.—Iron, flat and round, 75 
and 5 per cent to 75 and 10 per cent; brass, 





flat and round, 70 and 5 per cent to 66% 
and 5 per cent. Lag screws, 50 and 10 to 
50. 10 and 5 per cent. 


Escutcheon Pins.—40 to 45 per cent. 


Screen Door Hardware.—Interest is 
fair, stocks ample and prices firm. 


Jobbers’ quotations f.o.b. New York: 
Screen-door latches steel trim, 







iron 


front latch, dull bra $7.90 to $15 per doz. 
sets. Window screen, corner brackets, iron, 
dark bronze, four brackets to a set, $2.10 
per doz. sets. Same, better quality, $2.90 
per doz. sets. Screen-door catch, cast iron, 
ot amond bolt. with knob and lever handle, 

ersed bevel, bent strike outside plate 
1%, x 3% in. for doors % to 1% in., dark 
bronze, with screws, $2.75 per doz. Same, 


in wro ught steel, dull brass finish, $8.40 per 

Bomme r pattern, japanned screen-door 
re, steel 3 in., $2.50 per doz. pair. Cast 
i screen- door spring hinges, 3 in., 
j ap: anned, $2 per doz. pair. Same, 
in., double acting, $3.75 per doz. pais. 
gate hook and eye are being quoted 85 
10 per cent off list. 








and 


Sprayers and Sprinklers.—A certain 
amount of small buying still holds for 
these articles, although interest in the 
wholesale market has _ perceptibly 
weakened. 


Jobbers’ 
Sprayers 


quotations f.o.b 
for spraying 


New York: 


paris green and 


HARDWARE AGE, 

1505-07 Otis Bldg., 
Chicago, July 6. 

E ARLY July quietness pervades the 

4 central west business life. Hard- 
ware, with its sister lines, feels the let- 
up always incident to this season. Gen- 
eral slackness complements the situa- 
tion, consequently sales are on a re- 
stricted basis. There is fair demand 
for some lines of summer merchandise, 
but goods, generally, are moving 
slowly. 

Carpenters, the last of the trade 
unions to show disposition to settle the 
Chicago building tie-up went back to 
work Tuesday. This action seems to 
clear the decks for continued construc- 
tion work throughout the balance of 
the season, unless Judge Landis’ deci- 
sion, to be announced this week, should 
be rejected. 

Indications are 
building program. 


Office of 


good for a sizable 
Plans for scores of 
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liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1-qt. capacity, $4 
per doz., net. Same, 1-qt. capacity, $5.75 
per doz., net. 

Brass, 1-qt. capacity, $12.50 per doz., net; 
tin with brass tank, l-qt. capacity, $11.50 
per doz.; continuous sprayer, sheet tin, 
allegfed to give uniform continuous spray 
on both strokes of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold lacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz., 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 
head with streams thrown by the three 


arms, head, arms and upper stem brass, 
nickel plated, malleable iron sleds, 
japanned, $28 per doz. 


Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net. 

Watering Pots.—Galvanized 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 per 
doz., net. Same, 12 qt., $14 per doz., net. 

Toys.—Seashore articles and wheel 
toys are reported to be for the most 
part fairly active at the present time, 
in both wholesale and retail circles. 
As a general line, however, toys are 
feeling the present dullness to very 
much the same extent as other lines. 

Wheelbarrows.—Practically no inter- 
est seems to be shown at the present 
time for barrows. Prices are un- 
changed. 


iron, zine 


Prices to retailers, f.o.b. New York: 

3olted canal or railroad barrows, han- 
dles and legs made of 1% in. hard maple, 
wheels 16 in. diameter, 1% in, face, length 
of hubs 6 in., legs bolted to the handles and 
back of tray. Cross bars between legs are 
bolted to bottom of legs, making 6 bolts in 
the barrow, steel or wooden wheel, $4.40 
each, net. 

Same type barrows, having 19 bolts with 
the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each, net. 

Garden barrows, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 12% in., weight 27 lb., $5.35 each, net. 

Garden barrow, handle length 5 ft., 
diameter of wheel 20 in., height of body 
10 in., length of body 28 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 17 in.; weight 50 Ib., $6.65 each. 

Garden barrow, 5 ft. 6 in., length of han- 
dle, diameter of wheel 20 in., height of 
body 14 in., length of body 29% in., width 


CHICAGO 


apartment buildings are being figured 
and when these contracts are let, build- 
ers hardware, with other building ma- 
terial lines should show a nice impetus 
in sales. The building situation is the 
most promising it has been in years, 
not only in Chicago, but in nearby 
smaller towns, as well. 

The trade is still expecting a drop in 
iron and steel prices, many thinking 
that July 1 would bring announcement 
of new schedules, but such reductions 
have not been made. However, some 
concessions are looked for soon. It is 
believed that a slight turn for the bet- 
ter is general in the iron and steel trade 
in this district. Mills are operating at 
a little higher output, railroad demands 
are more active and prospects for sales 
show some improvement. With ma- 
terial improvement in the steel field, 
business will be quickened in a welcome 
way. 

The general trend of prices is down- 


July 14, 1921 


of body at handle end 24% in., at wheel 
end 21% in., weight 65 lb., $8 each, net. 


Wire Goods.—Most of the local job- 
bers seem to entertain the opinion that 
there is little likelihood of any mate- 
rial price changes, as far as wire is 
concerned, until well into the fall. 
Seasonable wire goods are still in fair 
demand. Stocks are none too ample, 
although in all probability adequate for 
the rest of the season. 


Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York 
stock, 2 x mesh, $5.50 per 100 sq. ft.; 
2% x 2% mesh, $5. 70 per 100 sq. ft.; 3 x 3 
mesh, $5.75 per 100 sq. ft.; 4 x 4 mesh, $6 
per 100 sq. ft.; 5 x 5 me sh, $6 per 100 sq. 
ft.; 6 x 6 mesh, ag tad 160 sq. ft.; 8 x 8 
mesh, $7 per 100 sq. 

For 50 lineal ft. ie add 15c. per 100 
sq. ft. 

Add \%c. per sq. ft. for widths narrower 
than 24 in. and wider than 48 in. 

Annealed plain iron wire, 12 Ib. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stune; 18 
gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 
$1.85 per stone, 

Barbed wire, $7.50 per 100 lb. for both 3 
point 4 in. and 4 point 6 in. Ribbon wire, 
100 Ib., $9.50. Twist wire, $6.10 per 100 Ib. 

Hog wire, No. 3, $6 per 100 lb.; cattle, 
No. 6, $8 per 100 lb. Oopper wire, No. 12, 
38c. per lb.; No. 14, 38c. per Ib.; No. 16, 39c 
per lb.; No. 18, 40c. per Ib. 

Dull galvanized screen wire, 12 mesh, 
$3.30 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.35 rer 100 sq. ft. 

Black green cloth, 12 mesh, $2.90 per 100 
sq. ft. from New York stock. 

Poultry netting, 35 per cent discount 
from New York stock. 


Some local jobbers are quoting barbed 
wire, 2 point, at $4.69, in 80-rod spools, and 
heavy 4 point barbed wire in 80-rod spools 


at $5.25, 
spools. 


P. S.—The T. E. Myers & Bro. Co., 
Ashland, O., will mail its new catalog 
and discount sheet the latter part of 
July or the first of August, showing 
an approximate reduction in prices of 
25 per cent on its line of farm-oper- 
ating equipment. “This guarantee 
means,” the company announces, “that 
orders received after July 1 will be 
settled for at the rate established in 
catalog and discount sheet to be mailed 
later.” 


and twist wire at $4.35 in 80-rod 


ward. Last week’s readjustments were 
more numerous than usual and are fol- 
lowed with declines of around 10 per 
cent on several lines this week. Among 
the lines to show drops are Coes 
wrenches, Peck, Stow & Wilcox 
wrenches, some pliers, vacuum bottles, 
eaves trough, pocket knives, bolts and 
other staple items in the hardware 
trade. 

Reports from agricultural sections 
indicate increased demand from the 
farmer who is moving some of his crops 
and is again a little more actively in 
the market. 

Collections are fairly good. 

Automobile Accessories.—It’s harvest 
time in automobile circles and sales are 
better than they have been this year up 
to July 1. Staples are in good demand. 
Prices show an evenness that promises 
little in the way of reductions. 


We quote 
cago: Reliable 


f.o.b. 


each, 


Chi- 
$34 


from jobbers’ stocks. 


Jacks, No. 46, $3 








rd 
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rer doz.; De Luxe long handled standard 
jacks, $8.50 each; No. 1 standard jacks, 
$3.25 each; Twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 33% per cent 
off in lots of more than one dozen pairs; 
Rid-O-Skid, chains, $2 to $2.65 per pair; 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%, $2.05 each; Lyon bumpers, 
$10.25 each; Bethlehem spark plugs, in lots 
of 100, special type, 43c, each; Mica type, 
3ethlehem spark plugs, 74c. each; Stand- 
ard porcelain Bethlehem plugs, 55c, each; 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior plugs, 27c. to 35c. each; 
Hel-Fi standard plugs, 27c. to 35c. each; 
Hel-Fi tractor plugs, 83c. each. A. C. Cico 
plugs, 48c. each; Splitdorf plugs, 70c. to 
78e. each; United plugs, junior, 40c. each: 
Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. 

Axes.—Jobbers are out with prices 
on which they seek fall delivery busi- 
ness. Retailers realize they can buy 
with advantage now and are showing 
some interest in the line. Indications 
are there will be a plentiful supply of 
axes for the trade. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
handled axes, 3 lbs. to 4 Ibs., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $7 
extra according to grade, 

Agricultural Tool Handles.—Sales 
are generally on a replacement basis, 
original stock orders having been filled 
some weeks ago. There is still fair de- 
mand from the user, with prices the 
same as formerly. 

We quote from jobbers’ stocks, f.o.b. Chi- 

: Agricultural tool handles, 4% X 
ght plain, $4.70; X bent, $3.90; XX bent, 
$5.35; 4% bent hayfork strap and ferrule, 
$7.80; 4% manure fork handle strap and 
ferrule, $7.80 doz, 

Builders’ Hardware.—The sales sheet 
of one of the largest Eastern manufac- 
turers of builders’ hardware, showing 
output up to July 1 indicate the year 
will be a very prosperous one. Sales 
are already well ahead of many past 
years and almost up to the peak record. 
It is thought the coming three months 
will show even greater activity, as most 
of the building of the year will be con- 
centrated in the period between now 
and October 1. Information all seems 
to refute the impression “there is no 
building,” for not only this concern, but 
several others are enjoying sales totals 
which are really gratifying. The Chi- 
cago situation looms brighter than be- 
fore with the resumption of work on 
the part of carpenters, this week. In- 
quiries and plans indicate a good de- 
mand for building material throughout 
the balance of the summer and this con- 
dition seems general throughout this 
section. Repair activity continues on a 
rather broad scale. Further price re- 
ductions are said to be out of the ques- 
tion in builders’ hardware, sash cord 
and the general line of building ma- 
terial as handled by the average hard- 
ware dealer. 








Cotton Gloves.—Sales are more ac- 
tive, although largely for future ship- 
ment. Prices are about back to the 
1917 basis and are considered very fa- 
vorable. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 6 oz. knit wrist gloves, $1.10 doz. 


pairs; 8 oz., $1.35, and 10 oz., $1.65 doz 
pairs , 
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Cooking Utensils.—The canning sea- 
son spurt has not wholly spent itself, 
so demand continues good for preserv- 
ing kettles and the other equipment 
used by the housewife for “putting up” 
fruits and vegetables. Special sales to 
move aluminum and granite ware are 
bringing forth generous response. 


Chains.—The sales total in chains 
continues very gratifying, the trade 
showing more interest in porch swing 
and hammock chains than in several 
past seasons, demand having been 
strong for these goods for several 
weeks. Prices have been already well 
reduced. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago % in. proof coil chains, $9.50 per 100 
lb.; Tenso, lock link and American weld- 
less chains, 50 per cent off list; 3 ft. 
hammock chains, $2.90 doz. pairs; 6 ft. 
ditto, $4.25 doz. pairs; 9 ft. ditto, $6.75 
doz. pairs; porch swing chains, 5 ft.-3 ft. 
branch, $9.15 doz. sets; 5 ft.-2% ft. branch, 
$7.25 doz. sets. 

Cutlery.—On July 1, there was a gen- 
eral revision of prices made by most 
of the American pocket knife manufac- 
turers. This downward revision could 
hardly be termed a horizontal revision 
applying to the whole line alike. The 
popular selling jack knives have been 
reduced more sharply than some of the 
other numbers. The new prices now af- 
ford the retailer a very much larger as- 
sortment of pocket knives to cost $8 
per dozen, or less, than ever before. 
The pocket knife makers assure the 
trade that the reductions are not war- 
ranted by the present wage scale. In 
making new prices, the manufacturers 
state they have anticipated labor reduc- 
tions they hope to enforce sometime 
within the next six or nine months. But 
they have passed on this reduction in 
an effort to stimulate trade and set the 
wheels of industry to buzzing and re- 
move any obstacle from the retailer 
placing his fall delivery orders now. 
The statement is plainly made that 
there cannot be any further reductions 
in 1921 and that the dealer can confi- 
dentally order first class American 
pocket knives to retail at 50c., 75c., $1, 
$1.25 and $1.50. It is expected that the 
new pocket knife tariff, which will 
shortly become a law, will have a most 
stabilizing effect upon pocket cutlery 
prices and conditions. In fact, the 
whole cutlery industry looks to more 
even business and less hesitancy when 
the cutlery tariff legislation is in effect. 








Eaves Trough and Conductor Pipe.— 
Prices are again down about 5 per cent. 
The trade can hold no complaint against 
the manufacturers for price reasons, as 
this line has been again and again re- 
duced and now compares favorably with 
the pre-war price. Some demand for 
repair work is felt and better sales are 
expected as the building season ad- 
vances, 

We quote from jobbers’ stocks, f.o.b. Chi 
eago: 29 gauge lap joint eaves trough, $4.75 
per 100 ft.; 29 gauge, 3 in. corrugated con 
ductor pipe, $4.80 per 100 ft.; 3 in. eo 
rugated conductor elbows, $1.55 per doz 

Flint Paper and Cloth.—Indications 
are away from any present price reduc- 
tion. Sales are quite good. 


We quote from jobbers’ stocks, f.o.b 
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cago: First quality flint paper, No. 0, $4.50 
per ream; first quality emery cloth, No. 0, 
$27 per ream. 

Files.—Total sales hold up quite well, 
better than could be looked for in the 
face of a let-down in industrial demand. 
Prices seem quite strong. 

We quote from jobbers’ stocks, f.o.b. Chi- 
Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
50-10 per cent off; Black 
50-5 per cent off. 


Disston files, 
Diamond, 


Fencing.—Soon a decline of about $7 
per ton will be passed on to the trade 
on field fencing, it is stated. Ornamen- 
tal fencing is not changed. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Lawn fencing, single space, 36-in., 
$9.12; 42-in., $10.2 double space, 36-in., 
$12.54; 42-in., $13.78: field fencing, No. 109, 
12 filling, 12-in. spacing, 26-in., $30.90; 32- 
in., $35.80, and 47-in., $45.20. 





Galvanized Ware.—No new interest 
is shown in tubs, pails or cans. The 
trade has been very cautious in placing 
its business for galvanized staples and 
shows no signs of breakway from that 
policy. Manufacturers are not urging 
orders, it is said, because present prices 
do not earn them a sufficient profit. 
Stocks have been quite well liquidated 
and special bargains are said to be more 
searce. Fall may bring a normal re- 
sumption of business but there are no 
present indications of large sales. 

Glass.—Some sales increase is looked 
for as building is more extensive, but 
at present demand lags. Prices show 
no change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, 81 per 
cent off; single strength B, ¢ izes, 81 per 
cent off; double strength A, all sizes, 83 per 
cent oft; double strength B, all sizes, 83 per 
cent off; putty in 100-lb. kits, $4.75; °com- 
mercial putty, $4.10; glaziers’ points, Nos. 
l, 2 and 3, one doz., 75e 





Hatchets.—Higher priced numbers 
lag in sales while competition grades 
are more active. No developments in 





prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets 
$19 doz.; competitive rades, $13 war- 
ranted shingling hatchets, $ doz.; 





ged shingling hatchets, $9.75 





competitive fe 


doz.; cast steel shingling hatchets, $6.50 
doz, 
Hammers.—Demand is better with 


the best sales records still on the 
cheaper priced lines. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago No. 11% first quality nail hammers 
$13.50 per doz competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 








Handles, Hickory.—Some sales stim- 
ulus followed the recent price reduc- 
tions. Stocks permit prompt and com- 
plete shipments. 


We quote from jobbers’ stocks, f.o.b. Chi- 





cago: No. 1 hickory a handles, $4 doz 
No. 2, $2.50 do fi selection second 
growth white hickory, $6 doz special 
white second growth hiekory, $5 d 1 
hatchet and hammer handles, 80 loz. ; 
second growth 1 kory hatchet and } er 
handles, $1.40 

Hose.—New and lower prices have 


interest in 
very good 


generated some additional 
the line, which has had a 
sales total this season. 

We quote from jobbers’ stocks. f.o.b 
Bes 


4 in. good quality lea 
3 in : ply duck } : good 





Lanterns.—No present delivery sales 
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are being made. Some effort is put 
forth to get fall business. It is claimed 
prices will not be lowered this year. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Monarch tin lanterns, hot blast, $9.50 
per doz.; No. 2 Dratz cold blast lanterns, 
$14.50 per doz; with large founts, $16 per 


doz.; best tubular lanterns, $9.50 per doz.; 
competition lanterns, No. 0 tubular, $7.80 
per doz. 


Ice Cream Freezers.—This is “freezer” 
weather, not freezing weather, by any 
means, but just the kind of a hot spell 
to make good demand for ice cream 
freezers. _Prices show steadiness. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 2 qt. Acme tin freezers, $12 doz.; 4 
qt., Acme tin freezers, $20 doz.; White 
Mountain freezers, 30% off list. 


Ice Skates.—Fall business on _ ice 
skates has been very good. Prices have 
been well reduced and the trade seems 
ready to cover its future requirements. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Men’s and boys’ key clamp rocker 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker 


steel runners, nickel plated, $1.18 per pair 
men’s and boy’s key clamp hockey polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Lawn Mowers.— The _ season has 
stretched out later than usual, with 
some interest still being shown in the 
lines. Prices are the same as at the 
season’s start. 


We quote from jobbers’ stocks, f.0.b. Chi- 
cago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsylvania 
Junior mowers, $27.20 each: 16-in. four- 
knife ball-bearing 101%4-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 10%4- 
in. wheel, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each; 
16-in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each; 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each. 


Nuts and Bolts.—There has been 
some shading of prices and the leading 
jobber has made a reduction to con- 
form with that condition. Demand is 
about normal. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large carriage bolts, 50-10% off list, 
small carriage bolts, 60% off; large size 
machine bolts, 50-10-5% off list; small ma- 
chine bolts, 60-5% off list: all stove bolts, 
75% off list, all lag screws, 60% off list. 

Nails.—Building demands have not 
taxed nail stocks as heavily as some 
had expected, but there is a constant 
movement of goods. 

We quote from jobbers’ stocks, f.o.b. Chi- 


Office of HARDWARE AGE, 
410 Unity 


3oston, 


Building, 
July 9, 1921. 
OBBERS this week reported a slow- 
ing down in business as a result of 
the average New England retail hard- 
ware store being closed two days— 
Monday, July 4, and Wednesday, or 
some other day, as is usual in July and 
August. The falling off in wholesale 
bookings is believed to be but tem- 
porary, for except in a few localities 
where manufacturing plants are closed 
for the present month and employees 
are spending just as little money as is 
possible, there is nothing that indi- 
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cago: Common wire nails, $3.75 per keg 
base. 

Paints and Oils——Weakness in raw 
materials continues in the paint mar- 
ket. Oil is down about 2c. to 3c. per 
gallon. Turpentine has eased off 2c. 
and denatured alcohol is off 2 points. 
White lead continues to hold to the 13c. 
mark and shows no weakness, not any 
more than it has at any other time this 
season and 13c. has been the quotation 
for months. House paints and interior 
paints are moving in fair volume al- 
though there will not be heavy demand 
until fall, it is said. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Best raw linseed oil, barrels, 84c. 
gal., in five barrel lots, 80c. gal.; best 
boiled linseed oil in barrels, 86c. gal.; in 
five barrel lots, 82c. gal.; strictly pure 
turpentine in barrels, 72c. gal.; denatured 
alcohol in barrels, 50c. gal.; white lead 
standard brands in 100 Ib. kegs, 13c. Ib.; 
dry paste, 7c. lb.; white shellac, $3.75 
gallon; orange shellac, $3.50 gal.; English 
venetian red, $3.75 to $8.25 per 100 lbs. 

Roller Skates.—The season has about 
passed and sales are slow and prices 
seem easy. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Ball bearing boys’ roller skates, $2.45 
pair; ball bearing girls’ skates, $2.60 pair. 

Rope.—Sales have shown some in- 
crease during the haying and harvest- 
ing season and have, undoubtedly, been 
helped by the reduced prices. Rope is 
now selling at about half the war peak 
prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
eago: Highest quality manila rope stand- 
ard brands, 17%c. to 18%c. per Ib. base; 
No. 2 manila rope, 16%c. to 17%c. per Ib. 
base; highest quality sisal rope standard 
brands, 12%c. to 14%c. per lb. base; No. 2 
sisal rope, 11%c. to 13%c. per lb. base. 

Steel Sheets.—In no way are sales of 
a large scale but there is steady de- 
mand for small lots, which makes a fair 
amount of business. No change since 
the recent slump of 25c. per 100 lb. 


We quote from jobbers’ stocks, f.o.b. Chi- 


cago: 28 gauge galvanized sheets, $6.15 
per 100 lbs.; 28 gauge black sheets, $5.15 
per 100 Ibs. 


Sporting Goods.—Demand continues 
very good. Tennis goods are still sell- 
ing well and the demand for golf equip- 
ment is fully as large as in the past. 
Some baseball goods are _ selling. 
Lower priced wares are moving so well 
that stocks are always at’a low ebb. 
There have been no material price 
changes. 

Stove Boards.—Small future business 
is being booked. 


BOSTON 


cates any mateyial slump in the public 
consumption of merchandise offered by 
the retail hardware dealer. July, how- 
ever, usually is a quiet month because 
of vacations, and it is reasonable to 
assume sales, both retail and whole- 
sale, will be smaller in July than in 
June, and that any comeback in August 
is not likely to be noticeable until the 
last half of that month. 

Many retail dealers are making it a 
practice to visit personally this mar- 
ket at least one day a week for the 
purpose of keeping closer watch on 
merchandise offerings both from the 
quality and price standpoints. There 
appears to be quite a demand for job 
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We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in., 
$19 doz.; Crystal paper lined stove boards, 
square, 26 in., $8.15 doz.; 28 in., $9.10 doz.; 
30 in., $10.80 doz. 

Sash Cord.—Demand is good and 
some manufacturers are predicting that 
the next change will be upward. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard grades, No. 7 sash cord, 
$7.50 doz. hanks; No. 8, $8.65 doz. hanks. 

Screws.—Sales are on a restricted 
basis. High prices continue. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Flat-head bright screws, 724-20 per 
cent off list; round-head blued, 70-20 per 
cent off list; flat-head brass, 65-20 per cent 
off list; round-head brass, 6214-20 off list; 
japanned, 65-20 per cent off list. 

Solder.—The demand is_ not only 
steady but really quite good. Prices 
are not considered high. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted 50-50 solder in full cases, 
20c. Ib.; less than case lots, 21c. lb.; com- 
mercial solder, 1c. to 3c. per lb. cheaper 
than warranted according to grade. 

Tools.—Several makes of jack-knife 
handled wrenches are down 10 per cent 
with some manufacturers making de- 
clines on other patterns. Some well 
known plier lines are easing off in 
price. American tool grinders are 
down 10 per cent. Twist drills are off 
10 to 20 per cent. A fair demand for 
small tools is felt. 


Wheelbarrows.—Present prices are 
very attractive, but sales are not up to 
normal. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood tray barrows, $3 each; 
Common steel tray barrows, $4.50 each; 
steel leg garden barrows, $5.75 each. 

Washing Machines.—Those dealers 
who are making the extra effort report 
fair sales of washing machines. Higher 
priced machines are not as active as 
the more moderately priced styles. 
Greater sales efforts seem necessary to 
get a good volume of business. 


Wire Goods.—Last week’s decline of 
20c. to 25c. per 100 for the extra on 
galvanizing of wire and nail products 
is the latest price development. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 8 black annealed wire, $3.50 per 
100 lbs.; Galvanized barbed wire, $4.40 per 
100 lbs.; black painted wire cloth, 12 mesh, 
$2.50 per 100 sq. ft.; poultry netting, 40-10% 
off; galvanized after weaving, 40% off; 
catch weight spool galvanized cattle wire, 
$4.40 per 100 Ibs.; 80 rd. spool galvanized 
hog wire, $3.80 per spool; No. 8 galvanized 
plain wire, $4 per 100 lbs. 


lots at the moment—a variety of tools, 
etc., that can be bought in multiples of 
$10 or thereabout. Retail dealers re- 
port they are having considerable suc- 
cess with such lots using them, as they 
do, for leaders to attract buyers into 
stores. The $1 sale idea also is pop- 
ular these days and jobbing houses 
have been obliged to make up combina- 
tions costing the retail dealer 60c. to 
70c. to retail at $1. Although the aver- 
age cost of merchandise is considerably 
less than it was a year ago, the jobber 
is finding it hard work to make up a 
variety of such combinations in the 
cutlery line. It is surprising, however, 
how much stock has been moved dur- 
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ing the past week or two on this $1 
sale basis. 

Although most of the changes in 
prices reported this week have come in 
items of more or less unimportance, 
both retail and wholesale houses antic- 
ipate quite a general marking down of 
values within the next month. For 
that reason, greater caution in making 
purchases is noticeable. This feeling 
in regard to prices appears to be based 
largely on the further cuts in prices by 
the independent steel mills for their 
products, and on the anticipated im- 
pending comparatively quiet months of 
July and August, together with the in- 
crease in unemployment. As far as we 
have been able to ascertain no real 
uneasiness is evident as a result of an- 
ticipated lower prices, simply the ten- 
dency on the part of all buyers to go 
a little slower in govering future re- 
quirements. Takeh as a whole, the 
New England hardware market re- 
mains on a very healthy basis, stocks 
being low and the ratio of turnover of 
merchandise on a relatively high basis. 


Automobile Accessories. — Walter 
Eckhouse & Co., Chicago, is out with 
a new list dated July 1 on automobile 
accessories, which shows a slight re- 
duction on certain items. The average 
change on all items is hardly worth 
mentioning, however. All previous 
high records for pleasure car registra- 
tion in New England have been broken 
this year, and those hardware dealers 
who are making a serious effort to sell 
accessories report considerable success, 
The average movement of goods out 
of local jobbing stocks is less than it 
was a month ago, however. This con- 
dition of business is attributed to two 
facts; first, that the great majority of 
people made their heaviest purchases 
a month or so back; second, that job- 
bers meet stiff competition from direct 
or indirect representatives of the ac- 
cessory manufacturers. From the price 
standpoint, however, the market is sat- 
isfactory, the changes so far this year 
having been remarkably few and small, 
all things considered. 

Barbed Wire.—Word has been passed 

around this market that a further de- 
cline is coming in barbed wire, not- 
withstanding the drop of 25c. per 100 
lb. made about a month ago.* The sea- 
son practically :is over, however, and 
the talk of a price decline is of more 
interest to the jobber than the retail 
dealer. Going business is confined to 
a few odd bundles now and then, repre- 
senting filling in business. 
We quote from jobbers’ stocks: Galvan- 
ized barbed wire, 80-rod reels, $4.40 per 
reel; cable wire, 80-rod reels, $3.97 per reel; 
galvanized barbed wire, catch weight reels, 
$4.85 per cwt.; cable wire, catch weight 
reels, $4.85 per cwt. 

Staples.—Galvanized fence staples, 
per cwt. 

Bicycles.—The windup of the bicycle 
season is proving disappointing to job- 
bers, whose stocks are not cleaning up 
as well as anticipated. Among certain 
houses the condition of business is cred- 
ited, in part, to campaigns carried on 
by various New England daily publi- 
cations for subscriptions, with bicycles 
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as prizes. In cities like Worcester and 
Hartford quite a large number of bi- 
cycles have been disposed of in this 
way. Retail dealers look upon this sort 
of competition as constructive, claim- 
ing that every bicycle obtained by a 
boy or girl in this way creates a de- 
sire on the part of another child for 
one, and some of the trade substantiate 
this statement with reports of in- 
creased sales. It is a fact, however, 
that bicycles have moved slower than 
was expected, and it looks very much 
as though both wholesale and retail 
houses, in a great many cases, would 
carry over stock, although not a great 
deal. 

We quote from jobbers’ stocks: Bicycles. 
Westfield Mfg. Co. makes, men’s, $40.50 
each; women’s. $42 each; truss bar, $42 
each; boys’, $38 each; girls’, $40 each. 

Blacksmiths’ Supplies. — A good de- 
mand still exists for all kinds of black- 
smiths’ supplies, according to the job- 
bers here, although the edge is off the 
buying for horseshoes. Prices on 
fancy shoes recently were reduced 
slightly and those on axles about lc. 
per Ib. Anvils are still quoted at 20c. 
per lb., and as compared with normal 
years, business is up to standard. 

We quote from jobbers’ stocks: 

Anvils.—Standard makes, 20c. per Ib. 

Axles.—Square bed, drawn bed and one- 


piece, under 2%-in., 13c. per lb.; square 
bed, drawn bed and one-piece, 2%-in. and 
3-in., 14c. per Ib. 

Horseshoes.—We quote from _ jobbers’ 
stocks: Standard makes in 100-lb. kegs to 
dealers in Maine, New Hampshire, Ver- 
mont, Massachusetts and Rhode _ Island 


points, $7.50 per keg base. Base prices are 
for No. 2 or larger. To Connecticut black- 
smiths and consumers the base price is 
$7.25 per 100 lb. keg. No freight is allowed 
on store shipments. 

Fancy Shoes.—Side weight, 
keg: track side weights. $12.25; 


$12 per 
toe weights, 


$10.75; steel shoes, $9.25; toe creased, $7.75; 
side wear, $9.75; caulked, $9.25; extra light 
caulked, $10.25; iron countersunk, $8.25; 
steel countersunk, $10; tips, $9.25; light 
driving, $9.25; featherweights, $9.25; all 
assorted shoes, 50c. per keg extra. 
Welded Toe Caulks.—Dull, $2.25 per box; 
sharp, $2.50; blunt heel, $2.50; sharp heel, 


$2.75. 

Bolts and Nuts.—The consumption of 
bolts and nuts appears to hold well in 
spots, but general buying has tapered 
off somewhat. Jobbers are still com- 
peting actively for business, and, as a 
result, a prospective purchaser often 
secures quite a range of prices. Nat- 
urally, the buyer is inclined to hold off, 
believing that by so doing he can se- 
cure a still lower quotation. As com- 
pared with a month ago, local stocks 
are quite a little smaller, and bid fair 
to decrease further this month, inas- 
much as jobbers are not committing 
themselves on further purchases. 


We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 50 and 10 per cent 


discount; larger and longer, 50 per cent 
discount; with C T D nuts, 40 per cent dis- 
count; tap bolts, list net; common carriage 
bolts, small, 50 per cent discount; large, 
45 per cent discount; Eagle carriage bolts, 
60 per cent discount; stove bolts, 75 per 
cent discount; bolt ends, 45 per cent dis- 
count; tire bolts, 60 per cent discount 
Nuts, H P square, blanks, $2.25 off; 
tapped, $2 off: C P C and T square, blank, 


$2 off; tapped, $1.75 off: semi-finished hexa- 
gon nuts, j-in. and smaller, 70 per cent 
discount; larger, 65 per cent discount; fin- 
ished case hardened nuts: 60 per cent dis- 
count; machine screw nuts, iron, list; ma- 
chine screw nuts, brass, 25 per cent dis- 
count. 
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Brushes. — An Ohio line of paint, 
varnish, etc., brushes has been reduced 
approximately 15 per cent, and local 
jobbing quotations have been revised 
accordingly. 


Clocks.—A New Haven, Conn., man- 
ufacturer of clocks has issued a new 
price list, which shows an average de- 
cline of something like 10 per cent. 
Other clock manufacturers, it is be- 
lieved, will announce new quotations 
within the near future. The demand 
for clocks has fallen to small propor- 
tions, and jobbers have enough stock 
on hand to meet all requirements for 
some time, unless business improves. 


Coffee Mills—A New Britain, Conn., 
manufacturer of coffee mills is out with 
a new price list, which shows an aver- 
age decline of approximately 5 per 
cent. The local market is fully that 
much lower. 


Cutlery. — Retail hardware dealers 
are not doing much in the way of pur- 
chases on straight lines of cutlery, such 
as pocket-knives and shears, anticipat- 
ing as they do, lower prices. Their pur- 
chases are confined largely to job lots 
or combinations made up from jobbers’ 
stocks, put out as leaders for special 
sales. Some of the local wholesale 
houses are making a special effort to 
move pocket-knives, but are meeting 
with only indifferent success. Less 
cheap foreign cutlery is offered on this 
market by jobbers than was the case 
a month or so ago, the dealers having 
found by sad experience that such of- 
ferings are usually crude and repre- 
sent poor values. Domestic manufac- 
turers of tin knives, forks and spoons 
are out with new lists, which show an 
average decline of about 10 per cent. 

Grinding Wheels.—The Norton Co., 
Worcester, Mass., and the American 
Emery Wheel Works, Providence, R. I., 
have notified the jobbing trade here 
that a reduction in price on grinding 
wheels, dating from July 1, has been 
made, approximating 10 per cent. It 
is anticipated that other grinding wheel 
interests will meet these new prices, 
which were wholly unexpected by the 
hardware trade, as previously it was 
intimated by some manufacturers there 
would be no change for the balance of 
1921. 

Hinges.—Some lines of spring hinges 
have been cut all of 16 per cent by both 
manufacturers and jobbers. The call 
for such merchandise is very spotty, 
and, on the whole, unsatisfactory. 


Iron and Steel.—The announced re- 
duction in prices by the Bethlehem 
Steel Corporation, followed by similar 
reductions by other mills, has had a 
tendency to slow up the demand. Local 
jobbers’ prices have changed very little, 
due to the fact that the margin of 
profit is so small it hardly permits pay- 
ment of general expenses. Jobbing 
quotations on open hearth spring steel 
and steel bands, however, are 25c. per 
ewt. lower, on %-in. to 2',-in. Norway 
iron 75c., and other sizes $2. 


We quote from jobbers’ lists: 
Iron.—Refined, $3.18 per 100 Ib. base; % 
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and f;-in. round and square, $5; best re- 
fined iron, $5; Wayne iron, $7. Norway 
iron rounds, 4-in. to 2%-in., 25 base 
all other sizes, 8c. base. 


Steel.—Soft steel bars, _3: 18 per 100 Ib. 
$4.28; 











base; flats, $4.18 to concret bars, 
pl ain, $3.18; twisted, $3.45%6: angles n- 
nels and beams, $3.18 to $3.28; tire steel, 
$4 25 to $4.75; open-hearth spring steel, 
$5.25: crucible spring steel, $11.56; steel 
bands, $3.83 to $4.28; steel hoops, $4.38; 
cold rolled steel, $4.65 to $5.15; tee ec alk 
steel, 0.20. 

Quality differentials, lots weit 1000 Ib 
of a size, 35c. per 100 lb.; Its of 1000 Ib. 
to 1999 lb. of a size, 1l4c. 


Oil Cloth Binding.—The market on 
oil cloth binding is all of 10 per cent 
lower, following a reduction in pro- 
ducers’ lists. 


Sash Cord—Some of the cheaper 
grades of sash cord have been marked 
down about lc. a Ib., bringing a No. 7 
in less than dozen lots down to 32c., and 
in dozen lots or more to 3l1c., making a 
total drop of 4c. per Ib. within the last 
fortnight. Prices on the better kinds 
remain unchanged. The demand for 
all kinds is a little better than hereto- 
fore, but it is still below normal. 


We quote from jobbers’ stocks: Sash 
cord, Acme, in dozen lots, No. 6, 37c. per 
lb.: No. 7, 35c.; Nos. 8, 9, 10 and 12, 33c.; 
cheaper gre ides, No, 7, 32c.; No. 8, 30c.; 
Samson, spot, No. 7, 57c.; No. 8 and larger, 


Scales.—One of the leading produc- 
ers of butchers’ scales, spring balance, 
ete., has issued a new list which shows 
a reduction of about 10 per cent on most 
items. It is anticipated that other 
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S predicted in several of our pre- 
+ vious reports in HARDWARE AGE, 
another severe cut has been made in 
prices on heavy steel products, the lead 
in this having been taken by Bethlehem 
Steel Corporation, South Bethlehem 
Pa., of which C. M. Schwab is at the 
head, and has been followed by the 
United States Steel Corporation, Re- 
public Iron & Steel Co. and practically 
all of the independent steel companies, 
but several of these have not yet an- 
nounced officially that they will meet 
the new lower prices. The reductions 
in price are about the same as were 
made effective from April 13 last, and 
range from $4 to $10 per ton. The 
price of soft merchant steel bars has 
been reduced from 2.10c. to 1.90c., a 
cut of $4 per ton; structural shapes 
from 2.20c. to 2c, a cut of $4; plates 
from 2.20c. to 2c., a cut of $4; blue an- 
nealed sheets Nos. 8 and 9 gage, from 
2.85¢c. to 2.65¢., a cut of $4; No. 28 
black sheets from 3.75c. to 3.50c., a cut 
of $5; galvanized sheets from 4.75c. to 
4.50c., a cut of $5; steel skelp from 
2.20c. to 2c., a cut of $4; sheet bars from 
$39 to $35 per ton, a cut of $4; billets 
4 x 4-in., Bessemer or open hearth, 
from $37 to $33 per ton; slabs from 
$38 to $34, and tin plate from $6.25 to 
$5.75, a cut of 50c. per base box or $10 
per ton. No announcement was made 
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manufacturers will meet the new 
prices. 
Screws.—The rumor still persists 


that lower prices on wood screws are 
in the making, and the common predic- 
tion is that manufacturers will an- 
nounce a change between now and July 
15. On what grounds this rumor is 
based is not quite clear, for the manu- 
facturers, so far as we have been able 
to find out, have made no statement to 
the jobbers that they anticipated a re- 
duction in prices. The market on one 
make of safety set screws is slightly 
lower. The adoption of the Government 
National Standard Thread Schedule on 
machine screws by the manufacturers 
is causing considerable comment in lo- 
cal hardware circles. The new sched- 
ule eliminates the old sizes 14-20, 20-18 
and 24-16, and substitutes %4-in.-20, 
5/16-in.-18 and %-in.-16. It also con- 
tains a list of fine threads which sell 
for the same price as the standard. 
The screws as made on the national 
standard thread basis can be used in- 
stead of cap screws. The size of the 
head of the new machine screw may 
possibly be a little larger, but the 
thread is the same. The old sizes, here- 
tofore mentioned as eliminated, will be 
considered special, except when ordered 
in quantity lots. The tap manufactur- 
ers feel the adopted standard will con- 
siderably upset their line and many of 
the large machine shops throughout 
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by Bethlehem Steel Corporation as to 
lower prices On pipe and tubes, but 
these will no doubt be reduced in price 
in line with the above named reduc- 
tions. All the leading steel companies 
have also cut out the so-called “basic” 
or “overtime” day, effective during the 
war as an emergency measure, and all 
labor is now on a straight rate per 
hour, whether regular or overtime. 
The announcement of these reduc- 
tions in prices did not create any stir 
in the steel trade as they have been 
expected for some time, and naturally 
buyers have been holding’ off as far as 
possible in buying anything excepting 
that by doing so they would benefit by 
the lower prices which now have come. 
It is too early yet to even guess what 
effect the lower prices will have in the 
way of increasing demand for steel 
products, but it is likely there will be 
a larger demand for a time at least, 
as sO many buyers were holding off 
placing orders for material they badly 
needed, and now that the lower prices 
are here, at least some of this tonnage 
will be placed with the mills. It is 
claimed that prices on heavy steel prod- 
ucts are lower now than they were in 
1914, when the present high wages and 
freight rates are taken into account. 
Freight rates are about double what 
they were in 1914, and wages are more 
than double what they were in that 
year. The net income to the mills on 
the new prices is not any more, if it 
is as large, than it was on the 1914 
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New England are of the opinion it will 
be necessary for them to practically 
discard a considerable amount of their 
shop equipment and substitute new at 
an additional expense. 


We quote from jobbers’ lists: Wood 
screws, flat head bright, 72% per cent dis- 
count; flat head blued, 72% , and 5 per cent 


discount; round head blue 2d, 70 per cent 
discount; flat head brass, 65 per cent dis- 
count; round head brass, 62% per cent dis- 
count: flat head brass ple. .ted, 65 per cent 
discount; round head nickeled; 60 per cent 
discount: flat head nickeled, 60 per cent 
discount; flat head 574% per 
cent discount. 
Coach screws, 


galvanized, 


50 and 10 per cent dis- 
count; set screws, including headless, 60 
per cent discount; cap screws, square and 
hexagon, 50 and 10 per cent discount; 
fillister, 30 per cent discount; flat, 20 per 
cent Ciscount; button head, 15 per cent dis- 
count; lag screws, 50 per cent discount; 
iron machine screws, flat and round head, 
50 per cent discount; fillister, 45 per cent 


discount; flat and round head brass, 40 
per cent discount; fillister, 35 per cent 
discount. 


Sheets.—The locgl market on blue an- 
nealed sheets is 50c. per cwt. lower. 
Orders placed with jobbers are of a 
hand-to-mouth character, and, conse- 
quently, little impression is made on 
stocks, which are fairly large. 


We quote from jobbers’ stocks: No. 10, 
blue annealed sheets, $4.03 per cwt.; No. 
28, black sheets, $5.50 per ecwt.; No. 28, 


galvanized sheets, $6.50 per cwt. 

Solder.—Local quotations on solder 
are about 1'4c. a Ib. lower. Changes in 
this article come so often that retail 
dealers pay comparatively little atten- 
tion to fluctuations. 


prices. Some concerns‘have made a 
general cut in wages of about 10 per 
cent to offset lower steel prices, and 
others will do so. 

It is also too early yet to figure what 
effect the large cuts in prices on heavy 
steel will have on hardware goods, but 
several local jobbers believe there will 
be further reductions on nearly all 
lines of hardware in which steel is 
used, 

This would apply particularly to 
heavy goods such as axes, hatchets, 
shovels, and other products that are 
made almost entirely of steel. As yet 
no cuts have been made in wire prod- 
ucts, but it would not be surprising if 
a further cut of about $5 per ton is 
made in wire and wire nails in the near 
future. Hardware jobbers and retail- 
ers are anticipating this and are not 
placing any orders for wire products 
other than for quantities absolutely 
needed to meet current wants. It is 
intimated that the present price of $3 
per keg, base, on wire nails and $2.75 
per 100-lb. on plain annealed wire are 
not being strictly held. 

Operations among blast furnaces 
and steel works do not show any in- 
crease and probably will not to any 
extent during July and August. In the 
Pittsburgh district, no merchant blast 
furnaces are in operation, and the Car- 
negie Steel Company is running only 
13 of its 59 blast furnaces. In the 
Pittsburgh, Youngstown, Sheeling and 
Johnstown districts there is a total of 
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139 blast furnaces and only 25 of these 
are in operation. The steel plants and 
finishing mills are not operating to 
more than 25 per cent and in some 
cases only to about 20 per cent. Small 
plants making hardware goods are to 
about 25 per cent, and have very little 
work ahead. 

In the hardware trade, several local 
jobbers and leading retailers report 
that business shows considerable fall- 
ing off in June as compared with May, 
and May showed a falling off as com- 
pared with April. This is not strange 
as conditions in the hardware trade 
have been very much better than in 
heavy steel, and the volume of sales 
reported by jobbers and retailers has 
been larger than would be expected 
under the present depressed conditions. 
There is also another fea‘ure that 
largely explains the falling off in the 
hardware trade, and this is that at this 
time last year, buyers were asking for 
delivery on goods ordinarily shipped 
out in September and October, and 
these goods were largely shipped in 
June, July and August last year, that 
helping to swell the total volume of 
business. The tendency in prices on 
all lines of hardware is steadily down- 
ward, but actual changes in the past 
week have not been very important. 
Reductions in prices have been made on 
some lines and further reductions are 
expected during this month. It is 
stated that on July 15, reductions of 
about 10 to 15 per cent will be made on 
electrical goods by the leading makers. 
The volume of business in hardware 
in July and August is likely to show a 
further falling off as compared with 
the previous two or three months. 
There has been a protracted season of 
very hot weather here, and this greatly 
increased the demand for summer 
goods such as window screens, screen 
doors, electric fans and other such 
goods. Dealers also report that gar- 
den tools are moving out very freely, 
many men that are out of work culti- 
vating small gardens this year for the 
purpose of giving themselves some- 
thing to do and also to provide vege- 
tables for their tables. It is confi- 
dently expected that very early in 
September there will be considerable 
increase in the volume of business in 
hardware and in the heavier steel prod- 
ucts as well. 


Automobile Accessories.—Prices on 
nearly all kinds of accessories are more 
or less shaded, and on several makes 
of horns, spot lights, and one or two 
other items have been reduced about 
10 per cent. Dealers report they are 
doing a good business in accessories, 
especially on such goods as are used in 
automobile trips, many people having 
decided that this year they will take 
their families and go away for several 
weeks or longer, taking with them 
camping and sleeping outfits. Many 
men are either out of work or are on 
furloughs, and can take more time this 
year than usual for vacations. The 
tendency in prices on accessories is 
toward lower values, and announce- 
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ment by leading makers of accessories 
of reductions in prices are looked for 
in the near future. 

Aluminum Ware.—Some makers have 
announced a further cut of about 10 
per cent in prices on some lines of alu- 
minum ware. The demand is not very 
active, but the further reductions in 
prices just announced are expected to 
result in more sales. Stocks being car- 
ried by jobbers and retailers are lighter 
than usual. 

Auger Bits. —The Russell-Jennings 
Mfg. Co. has announced a reduction of 
about 10 per cent on its full line of 
auger bits. The demand is reported as 
only fair. 

Bolts, Nuts and Rivets. — Makers 
report that as yet there has been no 
increase in the demand due to the re- 
cent heavy cuts in prices, and an- 
nounced in our previous report. For 
some time, buyers have been placing 
orders only for small lots to meet cur- 
rent neéds, and as yet they do not seem 
willing to anticipate needs. The plants 
making nuts and bolts are running to 
only about 25 per cent of normal ca- 
pacity. The new discounts recently 
adopted are as follows: 


Common or Empire carriage bolts, roll 
thread, small, 60 and 5 per cent; common 
or Empire carriage bolts, cut thread, small, 
50, 10 and 2% per cent; common or Empire 
carriage, bolts, cut thread, large, 50 and 10 
per cent; machine bolts, roll thread, small, 
with square head and square nut, 60, 10 and 
714 per cent; machine bolts, cut thread, 
small, with square head and square nut, 


60 and 5 per cent; machine bolts, cut 


thread, large, with square head and square 
nut, 50, 10 and 2% per cent; G. P. lag bolts, 


60 and 5 per cent; Empire tire bolts, 65 per 
cent; plow bolts, Nos. 1, 2 and 3, 50 and 10 
per cent; plow bolts, Nos. 4, 5, 6 and 7, add 
20 per cent extra; stove bolts, in packages, 
75, 10 and 10 per cent; stove bolts, in bulk, 
75, 10, 10 and 2% per cent; rivets, y¢ in. 
diameter and smaller, 65 per cent, 

Cast Iron Sugar Kettles.— These 
goods will soon be in season getting 
ready for the fall maple sugar crop. 
New prices have been announced some- 
what lower than were in force last 
year. No. 2 kettle, capacity 10 gal- 
lons, are quoted at $3.60 each, and No. 
3, capacity 15 gallons, are quoted at 
$4.25 each. These prices are about 
12%, per cent lower than last year. 

Copperware.—Some makers of cop- 
perware goods have announced a reduc- 
tion in prices of about 15 per cent. The 
new demand is quiet. 

Cotton Mops.—Due largely to the 
recent heavy cut in prices of cotton, 
makers of cotton mops. have announced 
a reduction in prices of about 15 per 
cent. New prices on 16-0z. are $4.25 
per doz., 20-0z. $5.25, and on 24-oz. 
$6.25 per doz. The demand is reported 
fairly active. 

Field Fence.—Nothing doing in this 
material except odds and ends to clean 
up the season. There was a good trade 
this year, and prices held very steady. 
A good volume of business is looked 
for when the fall demand starts up as 
the farmers will have big crops this 
year, and will have money to spend 
in fixing up old fences and in building 
new ones. 

Family Scales.—A reduction of about 
10 per cent in prices has been made on 
some lines of family scales. Jobbers 


83 


now quote Landers, Frary & Clark No. 
6021 family scales, without scoop, at 
$1.80 and with scoop at $2.10 each. 

Enameled Ware.—Prices have again 
been reduced. The Lalance & Grosjean 
Mfg. Co. now quote Turquoise Blue 
and White Ware at list plus 10 per 
cent. This is a reduction of about 10 
per cent over previous prices. 

Electrical Goods. —It is reliably 
stated that about July 15 there will be 
a reduction of about 10 to 15 per cent 
on all electrical goods such as toasters, 
sad irons, coffee urns, radiators, and 
on other goods. 

Hand Saws.—A reduction of 15 per 
cent or more has been made by H. Dis- 
ston Sons Co., E. C. Atkins & Co., and 
several other makers on hand saws. 
The Disston saws D 23, 26-in., are now 
quoted by jobbers at $30 per doz.; D8, 
$26.80 per doz.; D7, $23.70, and D16, 
$26.80 per doz. Jobbers and dealers 
report that the demand for some time 
has been quiet. 

Hardware Tools.—Some lines of hard- 
ware tools have been reduced in price 
about 10 per cent. Demand is rather 
quiet. 

Iron and Steel Bars.—As announced 
in the opening of this report, prices 
on soft steel bars have been reduced $4 
per ton, or from 2.10c. to 1.90c., this 
being the price at mill for large lots. 
All the makers of steel bars are now 
quoting this price, and jobbers have 
also revised their prices to a lower 
basis, now quoting steel bars from ware- 
house at about 2.35c. to 2.50c., prices 
depending on the size of the order. 
Jobbers now quote common iron bars 
at about 2.50c. to 2.75c. in small lots 
from store. 

Iron and Steel Pipe.—While no defi- 
nite announcement has yet been made 
as to any reductions in prices on iron 
or steel pipe, it is accepted that there 
will soon be a revision in prices to a 
lower basis. How much the expected 
reductions will be is not known at this 
time. The demand for tubular goods 
is quiet, the mills running to only about 
25 per cent of capacity. Jobbers have 
not yet lowered their prices, but may 
do so before: this issue of HARDWARE 
AGE reaches our readers. For small 
lots from store, jobbers’ discounts at 
this writing are as follows: 

Butt Weld 

Bk. Galv. 
1 45% 17% 
1 


Lap Weld 
Bk. Galv. 


oboe 


, ERR Re ele ni 19% 3515 
SM tO Gewese wwe ve 53% 391, 
AT he 3214 
Discounts on full weight iron pipe in 
less than carload lots are as follows: 
Butt Weld Lap Weld 
Bk Galv. Bk. Galv 
101%, +3814 wee eeee 


99% = 614 
251% 10% 
yey ee 1914 4% 
4 C. L. price applies to all shipments 
from stock, regardless of quantity 
Paints and Supplies. — Dealers con- 
tinue to report the demand for paints 
and supplies as quite heavy, the volume 
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of business in June being nearly as 
large as in May. Dealers are looking 
for an announcement of a reduction in 
prices on ready-mixed paints at any 
time. This was scheduled to have been 
made on July 1, but as yet the official 
announcement has not been made. 
Prices on linseed oil have been reduced 
2c. per gal. and on turpentine, 10c. per 


gal. 

Standard grades of ready mixed paints 
are $4.25 pe: gal.; linseed oil is 86c. per 
gal., in barrels; turpentine is 72c. per gal., 
and white lead is $13 per 100 lb. 

Stucco 4-in. brushes are sold at about $4 
each at retail. Putty is sold at $1.25 for 


12% Ib. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 
in price. Cheaper grades are sold at $3.50 
per gal., medium grades at $4 and high 
grades at $4.25 per gal. 

Plate glass, less than 5 sq. ft. is 78 
per cent off, over 5 sq. ft. 80 per cent 
off. Window glass, single strength, A 
and B, is 82 per cent off list, double 
strength, A, is 83 per cent off, and dou- 
ble strength B 85 per cent off list. 
Standard grades of varnish, inside fin- 
ish, are $3.15 per gal. and for outside 
finish, $4.20 gal. White and red lead 
are reported scarce in supply, and 
makers say they cannot keep up with 
the demand. 

Sheets.—There has been a reduction 
on all grades of sheets of $4 to $5 per 
ton. Blue annealed are cut $4 and black 
and galvanized $5 per ton by all the 
leading makers. The new demand for 
sheets for some months has been very 
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quiet, the mills not operating. for some 
time to more than 25 per cent of ca- 
pacity. Mill prices on blue annealed 
sheets are now 2.65c.; black sheets, 28 
gauge, 3.50c., and galvanized 4.50c. 
Jobbers charge the usual advances over 
these prices for small lots from store. 


Table Cutlery.— Some makers have 
reduced prices on some lines of table 
cutlery from 5 to 72 per cent. The 
demand is not very active. 


Tin Plate.—Prices on tin plate have 
been reduced $10 per ton, or from $6.25 
to $5.75 per base box at mill for large 
lots. The demand for tin plate this 
year has been the lightest for a very 
long time. The tin plate mills are oper- 
ating to only about 25 per cent of ca- 
pacity. 

Wire Products.— As yet there has 
been no official announcement of a re- 
duction in prices on wire products, but 
a local dealer has just issued a new 
price list in which he quotes Wire nails 
at $3.10 base, and plain wire at $2.75 
per 100 Ib. This is taken to mean that 
there will likely be a reduction of $5 per 
ton on wire products announced in the 
next few days. The demand for all 
kinds of wire products is quiet, the 
mills not operating to more than 25 per 
cent of capacity. Jobbers’ prices still 
in effect at this writing, but which are 
likely to be $5 per ton lower within the 
next few days. 


CLEVELAND 


Office of HARDWARE AGE, 
538 Guardian Bldg., 


Cleveland, July 11. 


r(HE summer dull spell has reached 

the hardware dealer and the usual 
July slump has appeared, but business 
with jobbers and retailers is about nor- 
mal for this season of the year. The 
hot, dry weather that has made life un- 
comfortable in the Central West the 
past two weeks has brought with it a 
little pleasantness to the sweltering 
hardware merchant, for it 

Has stimulated the sale of ice cream 
freezers, 

Resulted in hurry-up orders for gar- 
den hose to replenish fast dwindling 
stocks, 

Caused a heavy demand for electric 
fans, and 

Brought out a good volume of orders 
for oil stoves from people who have 
fled to cottages along the lakes and to 
the other cool spots. 

Particularly appropriate for the pres- 
ent picnic season is a price reduction 
on thermos bottles. Less appropriate 
to speak about when the thermometer 
is standing in the 90’s, but perhaps of 
greater future interest to the retail 
merchant, is a reduction in prices on 
automobile robes and horse blankets 
which will be passed along to retailers 
who have already placed orders for this 
merchandise. Other price reductions 
include nuts and bolts, hand saws, 
tacks, Hotpoint irons and other elec- 
trical household appliances, steel 


sheets, range boilers, varnish stains and 
varnishes. 

Automobile Tires and Accessories.— 
Dealers are doing a good volume of 
business in tires and tubes but sales of 
accessories are rather slow. Prices are 


unchanged. 
We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.38; No. 


2, $3.33, in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 19, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50; 
Champion X, 50c. each for less than 100 
and 48c, each for over 100; Champion regu- 





lar, 58c. each for less than 100, all sizes, 
and 56c. each for over 100. 

Axes.—Sales of axes are light. 
Prices are unchanged. 

Jobbers quote: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 


per doz.; double bitted axes, handled, $26.50 


per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz,; unhandled, 
$21 per doz. 


Binder Twine.— The demand for 
binder twine has slowed down, as the 
season’s buying is nearly over, but job- 
bers are still getting some pick-up or- 
ders. Prices are unchanged. 

Jobbers quote standard binder twine at 
$7.25 per bale of 50 lbs. for shipment from 
factory, and $7.37%4 for shipment from 
stock, 

Bolts and Nuts.—Manufacturers have 
reduced prices 10 per cent and jobbers 
have made corresponding price reduc- 
tions. With a declining market jobbers 
are reducing their stocks. The demand 
is rather light. 


Jobbers quote: 
and 10 per cent off 


Large machine bolts, 55 
list; small machine 


bolts, cut thread, 55 and 10 per cent off 
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list; rolled thread, 60 and 10 per cent off 
list; carriage bolts, large and small, cut 
thread, 50 and 10 per cent off list; rolled 
thread, 55 and 10 per cent off list; hot 
pressed nuts, tapped, $3.15 off list; blank, 
$3.40 off list; semi-finished nuts, smail, 
80 per cent off list; large, 70 and 10 per 
cent off list. 


Barb Wire.—Prices are unchanged at 
the reductions noted in our last report, 
The demand is rather light. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
as a8: hog wire, $3.82; American special, 

Electrical Goods.—The Edison Elec. 
tric Appliance Co. has reduced its re- 
tail price on Hotpoint electric irons 
from $8 to $6.95 each and has made a 
reduction of about 10 per cent on the 
balance of its line of electrical house- 
hold goods, including toasters, percola- 
tors, grills, heating pads, etc. 

Eaves Trough and Conductor Pipe.— 
A slight price reduction has been made 
on eaves trough, conductor pipe and 
ridge roll. 

Jobbers quote eaves trough at 75 per 
cent off list, conductor pipe at 67 per 


cent off list and ridge roll at 76'/2 per cent 
off list. 


Fence.—F ence prices are being main- 
tained at the reductions noted in our 
last report. Sales are rather light. 

Jobbers quote fence f.o.b. Pittsburgh at 
65% per cent off list for carloads for mill 


shipment and 64% per cent off list for 
less than carloads, mill shipment. 


Fans.—Hot weather has stimulated 
the demand for electric fans which at 
present is very heavy, particularly in 
the smaller sizes. Prices are un- 
changed. 

Garden Hose.—Owing to the prevail- 
ing hot, dry spell, retailers are doing a 
good volume of business in garden hose 
and jobbers are getting many small or- 
ders for immediate shipment from deal- 
ers whose stocks are low. 

Galvanized Ware.—As there have 
been two price reduction on galvanized 
sheets since the present prices on gal- 
vanized ware were named, there is some 
expectation of a price reduction in this 
ware. However, some of the manufac- 
turers claim that their prices for some 
time past have been below the cost of 
manufacture. This might indicate that 
they will not make further reductions. 
The demand is moderate. 

Jobbers quote galvanized 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, $8.50 per doz.; No. 3, $10.50 per 


doz.; 12-qt. pails, $2.75 per doz.; Red Band 
pails, $8.64 per doz, 


Handles.—Sales of handles continue 
rather light. Prices are unchanged. 


Jobbers quote American Fork & Hoe 
Co.’s hay and manure fork handles with- 


tubs’ with 


out ferrules, as follows: X grades, 4 ft. 
handles, $3.50 per doz.; 4% ft., $3.85 per 
doz.; 5 ft., $4.50 per doz.; XX grade, 4 ft., 


$4.10 per doz.; 4% ft., $4.35 per doz.; 5 ft., 
$5.50 per doz. Shovel handles: X grade D 
shovel handles, $6.25 per doz.; long handled 
shovel handles, X grade, $5 per doz. Hoe 
handles, X grade, $4 per doz.; No. 1 grade, 
$2.25 per doz. Single and double bit axe 
handles, XXX grade, $5.25 per doz.; XX 
— $4.25 per doz.; X grade, $2.60 per 
OZ. 

Ice Cream Freezers.—Sales of ice 
cream freezers by both jobbers and re- 
tailers are fairly heavy. Prices are un- 
changed. 


Jobbers quote ice cream freezers as fol- 
lows: White Mountain, 2-qt., $4.05; 3-at., 
$4.85; 4-qt., $5.75; 6-qt., $7.25; Lightning, 
2-qt., $3.58; 3-qt., $4.26; 4-qt., $5.32; 6-at., 
$6.55; 8-qt., $8.52; Auto Vacuum Freezers, 
2-qt., $4; 4-qt., $6.75. 





i. 
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ice Skates.—Although one of the 
leading manufacturers recently put out 
new prices for next season, this com- 
pany has announced that it will issue a 
revised price list shortly and jobbers 
for some further reductions. Job- 
have not yet commenced to take 
lers for next season’s delivery. 


Kitchen Ware.—Enamel ware is in 

eady demand with prices unchanged. 
Aluminum ware is moving rather 

lowly, recent price reductions appar- 

ently not having stimulated sales. 

Levels.—Prices on Sands levels have 
bcen reduced 10 per cent. 

Nails and Wire.—Sales of nails and 
wire are now rather moderate. No fur- 
ther price reductions have been made 
since the changes noted in our last re- 
port. 

Jobbers quote nails at $3.50 per keg for 
less than car lots for stock shipment, $3.30 
per keg for less than car lots for mill 
hipment and $3.10 per keg for car lots for 
mill shipment. For shipment from stock 
jobbers quote No. 9 annealed wire, $3.25 
per 100 Ibs.; No. 9 galvanized wire, $3.75 
per 100 Ibs.; cement coated nails, $3.25 per 
100 Ibs.; galvanized staples, $4.25 per keg. 

Oil Cook Stoves.—Dealers are still 
selling oil cook stoves in fair volume. 
Prices are unchanged. 

Poultry Netting and Wire Cloth.— 
New prices on poultry neeting and wire 
cloth are not expected before fall and 
some reduction is looked for at that 
time for next season’s delivery. As the 
season is nearly over sales are light. 


Jobbers quote as follows: Poultry netting, 
{5 per cent discount f.o.b. Pittsburgh for 
mill shipment and 40 to 40 and 5 per cent 
discount for shipment from stock; for gal- 
vanized weaving black wire cloth, $2.75 per 


’ ' 
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100 sq. ft. for shipment from stock, and 
$2.50 f.o.b, Pittsburgh for mill shipment; 
white metal and galvanized wire cloth, $: 


per 100 sq. ft. for mill shipment and $3. 
for stock shipment; bronze wire cloth, $9.2 
per 100 sq. ft. 


Refrigerators.—Sales of refrigerators 
are rather slow and retailers are keep- 
ing their stocks low, buying only as 
needed to replace stocks. 

Rope.—The demand for rope contin- 
ues quite active. Prices have not 
changed since the reductions noted in 
our last report. 


Jobbers quote Lest grade manila rope at 
15%c. per Ib. for mill shipment and 16\ec. 
per Ib. for stock shipment, and sisal rope 
at 15e. per Ib. from mill and 15%c. per Ib. 
from stock. 


Range Boilers.—A reduction of 18 
per cent has been made on range boil- 
ers. 

Jobbers quote 30-gal. range boilers at 
$9.25 each for standard boilers and $10 each 
for extra heavy boilers. 

Roofing.—Job!.ers quote slate surface roof- 





ine at $2.40 per sq. and smooth surface 
rooting at $2 to $2.6€ per sq., depending on 
the quality. 


Robes and Blankets.—Manufacturers 
have reduced prices on automobile robes 
and horse blankets from 5 to 20 per 
cent. When sales were made to jobbers 
several months ago prices were guar- 
anteed until time of shipment, and sim- 
ilar guarantees were given to retailers. 
Prices will be adjusted by both manu- 
facturers and jobbers before the latter 
make shipments to the retail trade. 

Sporting Goods.—Sales of tennis 
goods are fairly heavy but the demahd 
for baseball goods has fallen off some- 
what, and other lines are rather quiet. 
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Steel Sheets.—Following the price 
reduction of $4 to $5 a ton on sheets 
made by the Bethlehem Steel Co., some 
of the other mills have made corre- 
sponding reductions and the reduced 
prices aré now generally recognized as 
the market prices. Jobbers have not 
yet revised their prices but expect to 
make corresponding reductions. An- 
ticipating the reduction that will prob- 
ably be made before this report appears, 
we quote black sheets at 4c. for No. 28 
and galvanized sheets at 5c. for No. 28 
for shipment from stock. 

Stove Pipe and Elbows.—Fall busi- 
ness in stove pipe and elbows has about 
all been placed. Prices are unchanged. 

Jobbers quote stock prices as follows: 
Four in., 28 gage, blued stove pipe, $3.75 per 
crate of 25 joints; 6 in., $4.40 per crale; 
elbows, 4 in., 28 gage, blued, $1.20 per doz.; 
6 in., $1.65 per doz. 

Stove Boards.—A good demand has 
sprung up for stove boards, which have 


been dull for some time. Prices are 
unchanged. 
Sewing Awls.— Prices on Speedy 


Stitchers and Myers sewing awls have 
declined 20 per cent. These are now 
quoted at $6.25 per doz. 

Saws.—Prices on hand and butcher 
saws have been marked down from 10 
to 15 per cent. 

Thermos’ Bottles.— The American 
Thermos Bottle Co. has reduced its list 
price 50c. on pint thermos bottles and 
75c. on quart bottles. The discount re- 
mains unchanged at 25 and 10 per cent 
off list on both sizes. The demand is 
fair. F 


TWIN 


Ave. So. 
Minneapolis, Minn. 
July 6, 1921. 

| ARDWARE sales continue at about 

the same rate as for the past few 
weeks. Some dealers have been suc- 
cessful in getting a nice volume of busi- 
ness by heavy advertising and cut 
prices. This, of course, means smaller 
profits, but it reduces any excess stocks 
and helps establish a feeling of confi- 
dence on the part of the public. One of 
the largest retail houses in the twin 
cities has been running a “stock reduc- 
tion sale” for the past two weeks and 
the response, according to the com- 
pany’s vice-president, “simply tremen- 
dous,” and the volume of goods sold has 
been far beyond their greatest expecta- 
tions. This sale has proven to this 
house that if prices are brought down 
within reason the public is still able and 
willing to buy. 

General business conditions over the 
territory do not show much improve- 
ment, and probably will not until after 
the harvest season. 

A fair volume of business is main- 
tained in automobile accessories, but 
the volume is smaller than earlier in the 
season. 

There have been no price changes of 
importance since the last report. 

Builders’ Hardware.—Sales of build- 
ers’ hardware for dwellings continues of 
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Tacks.— Tack prices have been 


marked down 5 per cent. 


Jotbers quote No. 4 American cut tacks 
in Ye Ib. papers at 35c. per doz.; No. 4 
upholsterers’ tacks in '/g Ib. papers at 30c. 
per doz.; American carpet tacks, No. 8, 
blued, /g Ib. papers, 28c. per doz. 

Vacuum Cleaners.—Sales of vacuum 
cleaners are rather light. Prices are 
unchanged. 





-We quote the Apex vacuum cleaner at 
$52.50 retail price, subject to a discount of 
approximately 30 per cent to dealers, 
depending on quantities, and the Royal 
cleaner at $67.50 with attachments and $55 
without attachments, retail prices, and $36 
and $32 to dealers, dealers’ 
depending on quantities 

Wash Boilers.—Prices on tin wash 
boilers have been reduced about 10 per 
cent. : 

Wrought Washers.—Prices on 
wrought washers have declined 25c. per 
100 Ib. 

Paints and Varnishes.—Prices on 
varnish stains and varnishes have been 
reduced from 30 to 60 cents per gal., 
depending on qualities, as the result of 
a reduction of 50c. to $1 per gal. in list 
prices, former discounts being un- 
changed. Paint prices are unchanged 
and some of the manufacturers state 
that present prices will be maintained. 
Linseed oil has declined 6 cents a gal. 
and turpentine is slightly lower. The 
demand for paints ahd varnishes, which 
has been very active, has fallen off 
somewhat. 


prices, however, 


Jobbers quote the best grades of mixed 
paints at $38 per gal. for colors and $3.25 for 
white. Linseed oil, 83c. per gal. for raw oil 
in bbl. lots and 85c. per gal. for boiled oil; 
turpentine, 72/c. per gal. on bbl. lots, and 
white lead, 13c. per Ib. 


CITIES 


good volume in the Twin Cities and es- 
pecially in Minneapolis. The total 
amount of building permits each week 
is running ahead of last year. It is, 
however, doubtful if the dealers’ sales 
will exceed last year’s volume because 
present work is mostly small homes re- 
quiring inexpensive hardware. 

Axes.—The demand for and sales of 
axes remain very light. 
firm as last quoted. 

We quote 
Single bit, 
weights. 

Brads.—There is a fair demand for 
brads. 


Prices remain 


from 
$14.50; 


local 
double 


jobbers’ 
bit. 


stock 


$19.50 bose se 


Jobbers’ stocks are ample. 
Prices remain as last. 
We quote from local jobbers’ stocks 


Brads in bulk, 70-10 per cent; in package 
70 per cent. 


Bolts.—The demand for bolts does not 
show much improvement due to manu- 
facturing conditions. While there have 
been no recent price changes, and prices 
are very low considering price of steel 
and labor. It is possible further slight 
declines will be made should the recent 
price reduction on steel made by one 
large producer be put in general effect. 


We quote from local jobbers tock 
Small carriage bolts, 50 per cent lait 
carriage bolts, 45 per cent; Small machin 
bolts, 50-10-5 per cent: large machine bolt 

per cent stove bolts, 70-10 per cent 

t screws, 50-10-5 cent 


per 
Eaves Trough, Conductor Pipe and 
Elbows.—The sales in this line remain 
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very good and is showing gradual im- 
provement locally. Prices remain firm 
as last quoted. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5-in. lap joint, 
single bead, $5.25 per 100 ft.; conductor 
pipe, 28 gage, corrugated, 3 in., $5.40 per 
100 ft.; elbows, 3 in., corrugated, $1.72 
per doz. 

Files—The demand for files remains 
at a very low point; practically all or- 
ders are for small amounts. Jobbers’ 
stocks are ample, and prices remain 
firm as last quoted. 


We quote from local jobbers’ 
Nicholson files, 50-10 per cent from 
Arcade, 60-10 per cent from list. 


Galvanized Ware.—The total amount 
of business being done in this line is 
only fair, and stocks are ample to meet 
any possible demand. Prices remain as 
last quoted. 


stocks: 
list; 


We quote from local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $6.84 per 
doz.: Standard No. 2, $7.70 per doz.; 


Standard No. 3, $9.00 per doz.; Heavy gal- 
vanized No. 1, $18.00 per doz.; No. 2, $20.50; 
No. 3, $22.80 per doz.; Standard 12 quart 
galvanized pails, $2.40 per doz.; Standard 
12 quart, $2.64 per doz.; Standard 14 quart, 


$2.95 per doz.; 16 quart galvanized stock 
pails, $4.50 per doz.; 18 quart, $5.13 per 
doz. 


Glass and Putty.—The demand for 
glass and putty in a retail way remains 
rather light with very slight possibility 


of improvement before fall. Prices as 
last. y 

We quote from local jobbers’ stocks: 
Single strength, 80 per cent from list; 
double strength, 82 per cent from list. 
Putty, $5.15 per ecwt. for commercial in 


bladders. 

Hose.—There is still a very nice vol- 
ume of business in sales of hose where 
special prices are offered in a retail 
Wholesale prices remain as last. 


way. 

We quote from local jobbers’ stocks: 
Competition %-in., 3-ply, lle. per i.;. o* 
ply, rubber, %-in., 14c. per ft.; %-in., cot- 
ton, 13%c. per ft. 


Ice Cream Freezers.—The recent hot 
speli of weather has somewhat im- 
proved the sales of ice cream freezers 
but the total volume of business is not 





large. Prices remain as last quoted. 
We quote from local jobbers’ stocks: 

White Mountain, 1 qt., $3.40; 2 at., $4.00 

3 qt., $4.65; 4 qt., $5.80; 6 qt., $7.25; 8 qt 


, ’ 
$9.50. Acme freezers, 2 qt., $11.50 per doz.; 
1 qt, $19.75 per doz. 

Lawn Mowers.—Many dealers are 


doing a nice volume of business consid- 


ering the lateness of the season. Prices 
remain same as last. 

We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C. E 
and L, at 25 per cent from list. Riverside, 
ball-bearing, at $9.50 each. 


Nails.—There is a fairly nice volume 
of business being done in sales of nails. 
As a rule most of the orders are for 
small amounts. Prices show no further 
change, but may be affected later by 
the reduction in price of steel made by 
one of the leading producers. 

We quote 
Bright Wire nails, 
nails, $3.25 base. 

Paper.—There is a very nice volume 
of business being done in building pa- 
Prices show no further changes. 


from local jobbers’ stocks: 
$4.10 base; cement coated 


pers. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt, $1.78; 
slaters’ felt, $1.39; No. 20 red rosin paper, 
48c,. per roll; No. 25, 60c. per roll; No. 30, 
72c. per roll. 


Poultry Netting.—The sales of poul- 
try netting are slowing up as is cus- 
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tomary at this season of the year. 
Prices have shown no change since first 
announced in the spring. 


We quote from local 
Hexagon poultry netting, 
from standard list. 


Rope.—The sales of rope continue 
very slow although better than earlier 
in the season. Prices show no further 
decline since last report. 

We quote from local jobbers’ 
Pure Manila rope, 17%c. per Ib. base; 
sisal rope, 14%c. per lb. base. 

Sandpaper.—The demand for sand- 
paper continues of only fair volume. 
Jobbers’ stocks are ample and prices 
show no change. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; sec- 
ond grade No. 1 at $6.50 per ream; No. 1 
Garnet paper at $15 per ream. 


Sash Cord.—The demand for sash 
cord is very fair considering general 
conditions. There has been a reduction 
in the price of the ordinary braided 
cord. 

We quote from local jobbers’ stocks: 
Silver Lake, No. 8, 65c. per Ib.; ordinary 
braided cotton cord, No. 8, 30%c. per Ib. 

Sash Weights.—The demand for sash 
weights shows some improvement as 
the season advances. There has been 
a further reduction in price. 

We quote from local jobbers stocks, $2.30 
per cwt. 

Screen Doors and Windows.—The de- 
mand this season has not been up to ex- 
pectations or to the usual volume of 
business. Retail business has been very 
light. Prices remain firm as _ last 
quoted. 

We quote from local jobbers’ stocks: 
Sherwood adjustable 24-in. window screens 
at $9 per doz.; Wabash extension at $7.70 
per doz. 

Screws.—The demand for screws is 
about the same as for several weeks 
past, and is not up to the usual volume. 
Jobbers’ stocks are of good volume and 
well assorted. 

We quote from local 
Flat-head bright screws, 75-10 per cent; 
round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent: round- 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass ma- 
chine screws, 40 per cent; lag screws, 50 
per cent. 

Solder.—The demand for solder is 
just about holding its own, being some- 
what better than earlier in the season 
and about the same as for past few 
weeks. Price remains as last quoted. 


We quote from local jobbers’ stocks: 
Half and half solder, 23 cents per Ib. 


Steel Sheets.—The demand for steel 
sheets does not show any signs of im- 
provement. Jobbers having practi- 
cally no sales are keeping their stocks 
down as low as possible. The recent 
reduction by one of the large producers 
in the price of sheet bars will prob- 
ably bring some decline in sheets within 
a few weeks. 

We quote from local jobbers’ stocks: 
28 gage black sheets, $5.35 per cwt.; 28 
gage galvanized sheets, $6.35 per cwt. 

Tin Plate.—The demand in a retail 
way is practically nothing, most of the 
business being done is with tin shops or 
hardware stores running repair depart- 
ments. 

We 


jobbers’ stocks: 
40-10 per cent 


stocks: 
pure 


jobbers’ stocks: 


quote from local jobbers’ stocks: 


Furnace Coke 1C1, 20 x 28, $19.10: Roofing 
tin LC, 20 x 28, 8 Ib. coating, $16.50. 
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Washers.—The demand for washers 
is on a par with the demand for bolts, 
practically all orders being for small 
lots. Prices remain as last quoted. 

We quote from local jobbers’ stocks: 
% inch wrought steel, $8.65; 1”, $8.25 per 
cwt. 

Wheelbarrows.—While the demand is 
better than earlier in the season it is 
by no means up to normal for this sea- 
son of the year. Prices remain as last, 

We quote as follows: Fully bolted, $58 
per doz.; tubular steel No. 1, $6.60 each; 
garden, wood barrows, $5.40 each. 


Wire Cloth.—What few sales are now 
being made are only for small repair 
work. Jobbers’ sales are practically at 
a close except where sales are made to 
sash and door houses. Prices remain 


as last. 

We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh, at $2.50 per 100 sq 
ft.; alumina, 12 x 12 mesh, at $3 per 1\0 


sq. ft. 

Wire.—The demand for wire remains 
only fair, orders being for only small 
lots as a rule. Prices show no further 
changes since last report. 

We quote from local jobbers’ stocks: 
Barbed wire, painted cattle, 80 rod spools, 
$3.50; Galvanized cattle, $3.86; Painted hog 
wire, $3.68; galvanized hog wire, $4.12; 
No. 9 smooth black annealed wire, $3.85; 
oats. smooth annealed galvanized wire, 


LONDON MARKET LETTER 
London, June 15th, 1921. 

There is a distinct advance in the 
desire to benefit by the experiences of 
others in today’s trading. The broader 
outlook upon things has caused this 
freer use of the business schemes of 
men selling the same goods but under 
different conditions in other countries. 
In a recent issue of a British trade 
journal there was an article reviewing 
Canadian trade practice, and pointing 
out the selling plans in the Dominions. 
There are differences of opinion as to 
the advantages of certain plans, it is 
true, but these are mostly due to vari- 
ations in temperament, environment 
and long usage; at the bottom of things 
there is the same root idea of publicity 
and salesmanship. 

In Great Britain men are rather 
sceptical and apt to take trade puffs 
with a grain of salt. The public are 
not easily caught by a too flowery no- 
tice of the value of goods or of the 
benefit of something ‘new. They want 
to see it for themselves, and there is 
the tendency to “wait and see,” that is 
to say to let someone else have the 
trouble and expense of experimental 
use. 

There is an opening for improved 
machinery of all kinds, not only in 
England but on the continent of Europe; 
the tendency today is to secure the best 
machines by which work can be carried 
out quickly and without any unneces- 
sary employment of manual labour. 
Such machines are wanted in France 
to effect improvement in the flax in- 
dustries. 


In considering trade with Great Brit- 
ain,merchants and others in the States 
should always bear in mind the British 
Colonies. There are many mixed con- 
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signments of goods in which hardware, 
although but a small portion of the 
deal, forms a part. In these mixed 
shipping orders, for which provision 
has to be made in advance by London 
and Liverpool factors, which include in 
the aggregate a vast quantity of Amer- 
ican goods, household hardware and 
general supplies, such as builders’ hard- 
ware and engineering tools and ma- 
chinery, are prominent. 

The most satisfactory part of the 
commercial outlook overshadowed by 
the coal strike is the rapid reconstruc- 
tion of business methods which the 
shortage of English coal has entailed. 
In some trades there is stagnation— 
an utter deadlock—and no work going 
on, but in others, it has simply been a 
pause and then substitution—oil for 
coal. In the meantime some American 
coal arrives and is useful. 

It is well known that many of the 
big storekeepers are large buyers of 
American hardware, and that they buy 
direct or through their shipping agents, 
purchasing goods in bulk—their orders 
are worth securing. On the other hand 
most of the retail ironmongers in this 
country are comparatively small buyers 
of any one class of goods and are there- 
fore compelled to buy through factors 
or middlemen. Hardware trade asso- 
ciations and other groups of traders 
have made attempts to improve the 
position of the smaller shopkeeper by 





HARDWARE AGE 


introducing systems of combined buy- 
ing—not very successfully. To initiate 
some plan by which several firms could 
together buy larger parcels of goods 
would be useful; the difficulty of any 
merchant doing so is at once to create 
additional expense in distribution; still 
the idea is worth considering as the 
cost of combined purchase would not 
be so great as warehousing goods, tak- 
ing the risk of their sale. The Council 
of the Ironmongers’ Federated Associ- 
ation are likely to take steps to put 
into force the proposal to divide Eng- 
land into districts by which the ground 
can be better covered and more general 
membership of the association secured. 
“Union is strength,” as it has been 
proved in all trade disputes and com- 
bines that thus information is spread 
about the best markets, selling plans 
are expounded and better results are 


Chase, Parker & Co., Inc. 

Chase, Parker & Co., Boston, heavy 
hardware, has been taken over by 
Chase, Parker & Co., Inc., a Massa- 
chusetts corporation capitalized for 
$300,000. Allan J. Chase, who has 
been in business forty-eight years, is 
president of the new corporation, and 
Jonathan T. Chase, treasurer. These 
gentlemen and Francis F. Chase, Allan 
P. Chase and Ranna H. Welton con- 
stitute the board of directors; the last 
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named and Joseph A. Wiswell have 
been made members of the firm. 

The original partnership was formed 
in 1873 as Chase, Shute & Co. and was 
continued until 1876, when it became 


Chase, Stearns & Co. The firm name 
remained unchanged for eleven years 
and then became Chase, Parker & Co. 
Charles H. Parker retired from the 
business in 1912, but the firm name 
was retained and Francis F. and Allan 
P. Chase were admitted to partnership. 
In 1903, Mr. Welton had been taken 
into the firm. Mr. Wiswell’s hardware 
training began in 1896 with A. J. 
Wilkinson & Co., Boston, remaining 
there until 1904, when he became asso- 
ciated with Chandler & Farquhar Co. 
Boston. Thirteen years later he went 
with Chase, Parker & Co. 


Chucks and Their Uses 


“Chucks and Their Uses” is the title 
of a booklet issued to the trade by the 
Skinner Chuck Co., New Britain, Conn. 
In the original edition 10,000 copies 
were run off, but the steady and ever 
increasing demand has _ necessitated 
that a new edition be printed. The 
book deals with the manufacture and 
use of chucks, giving in detail the 
methods of successful use and the 
adaptability of various types. It is a 
booklet that the operator and the dealer 
should read. 
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BARS—CROW— 

Steel Crowbers, 10 to 40 Ib., 
8Y@IV¢ 

Pinch Bars, 10 te 40 Ib., 
BUEIV¢E 

BELTING—LEATHER— 

From No. 1 Oak Tanned Butts. 

Belting, Ex. Hvy., 18 o8..35% 


Belting, Heavy, 16 os...... 40% 
Belting, Medium, 14% 0os..40% 
Belting, Light, 13 os...... 50% 
Second quality, Sides...... 55% 
Second Quality, Shoulders. .60% 
sa Leather Lacing, Strictl A 

Leather Lacing Sides, per ‘sq. 

. Raw Hide, No. in- 
sides 17 sq. ft. and alee. -47¢ 
Under 17 86. feiveccoses 45¢ 

Ruabber— 
Competition (Low Grade) eee 
SeanGare wccccccccsccece 10% 
BO GrOGOs . vvcccccccccese ert 
BLOCKS—Tackle— 

Common wooden .......< 334% 
| ee eer 334% 
Bolts— 


Carriage, Machine, &c.— 


Common Carriage (cut thread): 
% 26, and smaller. ..40&10% 
Common Carriage (rollea 
thread): 
¥% x 6, and smaller... -50-5 5 %e 
Larger o» longer.... . 45 
Phila. Eagle, $3.00 list 60% 
Bolt Ends, H. P. Nuts..... 40% 


Machine (cut thread): 
4% x 4, and smaller. .50-10-5% 
Larger or longer.......50-5% 
CHAIN—Proof Coitl— 
American Coil; Straight Link: 
3/16, $18.00; %, $15.00; At 
$12.40; $11.00; ' 7/16 
oe. 50; st’ $10. 7] Arg = 75; 
<x ™* “ 
DRESSING—Belt— 
— in gal. cams, gal...$3.00 
RILL AND 
STOCKS. DRILL 


Twist, Bit Stock........ 50-10% 
Tea, 7 Taper and Stroight 


Wire Gauge Jobbers’ and R. S. 
Blachamith .....ccccscces 50% 
Brace Drills for Wood 


EMERY—Turkish— 

Out of market at present time. 
Dewalt, Ga cccceccccece 11%e¢ 
HAMMERS AND 

SLEDGES— 

Ee SRP TrertT ee 60% 
GS Mixer vcscecess 60-10% 
OILERS— 

Steel, Copper Plated... .60&5% 

Chace, ‘Brass and Copper. 10% 
Railroad, coppered....... 33 K% 





Chace, Zine Plated 20% 
Railroad, brass ...... + - 205% 
PICKS ,AND MATTOCK S— 
Railroad’ cab neh cen eee 334-5 
Contractor’s Picks 30% Discount 
ROPE— 


Eastern Retail Trade. Per th. 
Manila, % in diam. and lerger: 
Highest ee 2 5ccesiweee 21¢ 
Second Grade 
Hardware Grade 
Sisal, 4% in. diam. and larger: 
Highest Grade .....+..00. 23¢ 
SecemG Grade secccceces 20¢ 
Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 
pan 3 a mene 234%4¢; second 
20 %¢ 


Sisal , Medium im” 


Yarns: 
First _. evocrccesece 23¢ 
Second quality ........... 0¢ 
Cotton Rope: 
Best $/tein. and ign, 
49@50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger 45 @ 46¢ 
Jute: 


No. 1. %-in. and spel .23¢ 
Ne. 2, %4-4n. and up. 17 ee 
SAWS AND FRAMES— 


ack— 
Saws, 6 to 14 im., ime...... 35% 
Saws, Machine B 4, 
12 te 14 w..... oo++-10K10% 


Saw Frames— 
Iron adj., per doz........$3.50 
Steel, adj., 8 to 12 in., ‘per dos., 
$16 90 


Steel, adj., steel hdle., per mH 


= BI 
Stat Th. S. FIG cocccces $20.22 
Adj. Pistol-Grip, per doz. .$21.22 
SCREWS— 

Coach, Lag and Jack— 
Coach, Gimlet Point. .50-10-5% 
Jack Screws— 

A Yee 334% % 


Machine— 
cus iy Iron 
Head of Round Heed, 
50&10% 
Fillister or Oval Round Head, 


10% 

Fillister or Oval Head .40&10% 
Reid Thread Iron, F. H. = 

De Cédendumiemnavsds 5% 

Fillister or Oval Head. .80% 

Rolled Thread Brass: 

I, wee OW Be Dovcacs 66%4-5% 

Fillister or Oval Head...60% 


Set and Cap— 
Flat Head, Iron........ 60-10% 
Set (Steel) net advance over 
25 


4" and smaller ....... 


and larger . 
Filtietes Head Cap ......+-. 


Wood 
Flat Head, Iron... 
Round Head, Iron . 70-15% 
Flat Head, Brass pe 65-20% 
Round Head, Brass. .62! 
Flat Head, Bronze. $$810810% 
Round Head, Bronze 

52% &10&10% 

STOCKS, DIES AND 
TAPS— 


wee” Rese tans . oe cee S% 
Hand Taps, % to 1 in. .45-5% 
6 Le BG csccccce wens 40% 


eeees 3314-5% 


to 
Hend ‘Tope, "aiatios then 4. 


M. S. Taper Taps, Ne. 2 to 
a ey eee 50-10-5% 
M. S. Taper Taps, larger.45-5% 
W ASHERS—Cast— 
Over ‘me barrel lots, per 
100 Jb. 6.25 


Iron and Steel 


Sise bolt .. S$/146 % % 
Washers $10.75 9.50 7.75 
nH Hw 
7.50 7.40 
WRENCHES— 
Agricultural -40-10% 


Alligator or Crocodile e so? 
Drop Forged S.. aa 
Stilison patterm ........ 6085 
Genuine Walworth Stillson, 

50 & 


METALS— 
‘in— 

Straits, pig coe Sat 
mee eee Cece sese ...- 38@40¢ 
Copper— 
Dae eee 16¢ 
Electrolytic ete ean een 


Casting ... oo AG? 

Spelter and Sheet Zine— 

Western spelter 6', @6%¢ 

Sheet Zinc, No. ¥ base, cast 
11%¢ open 12¢ 


Lend— 

American Pig .-.Per Ib. .5%¢ 
Ml eacuenaes Per Ib. .6% @6%¢ 
Solder 
% x % guaranteed ‘ 24¢ 
| O'S eae ee. --21¢ 


Refined *. 18¢ 
Prices of solder indicated by 
Private brand vary according te 
composition. 
Babbitt Metal— 

Best grade, per Ib.......... 80¢ 
Commercial grade, per Ib... .40¢ 
Antimony— 

ROUENS, POP WB. ccccecs 6% @i¢ 
Aluminum— 

No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib...... @3ie 
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LATE BULLETINS 

Price reductions on wire products, 
pipe and boiler tubes have just been 
announced by the United States Steel 
Corporation. 

Wire nails have been reduced from 
$3 to $2.75 base per keg, and plain 
wire from $2.75 to $2.50 per 100 lb. 
base, and other wire products have 
been reduced relatively. 

The formal statement 
Judge Gary follows: 


issued by 


“Referring to our statement of July 
6 concerning selling prices, and in ac- 
cordance therewith, we have decided to 


recommend to subsidiary companies 


“UNMIXING” THE DRILLS 


Somehow retail stocks of drill rods 
are forever becoming badly mixed ow- 
ing to the carelessness of salesmen. 
There usually are periods when the 
salesman has to drop all other’ work 
and devote himself to resorting these 
rods. In other words, the hardware 
dealer is paying this salesman for work 
he has undone. Such a charge is a 
direct loss to the proprietor. 

To overcome the possibility of mixing 
drill rod stocks, the Belcher & Loomis 
Hardware Co., Providence, R. I, has 
installed a case or rack, whatever you 
may choose to call it, which virtually 
eliminates all chances of the clerk go- 
ing wrong. The firm constructed a case 
3 ft. 2.in. long, 4% ft. high and 1 ft. 


that the present prices of tubes be re- 
duced as follows: 

“Standard steel pipe, %4 in, and % 
in., $2 per ton; % in. to 6 in., inclusive, 
$4 per ton; 7 in. to 12 in., inclusive, $6 
per ton, and sizes above 12 in., $4 per 
ton. 

“Boiler tubes, 1% in., $4 per ton; 2 
in. to 3 in., inclusive, $12 per ton, and 
3% in. and larger $10 per ton, and that 
wire nails be reduced to $2.75 per keg 
Plain wire to $2.50 per 100 lbs. 
other wire products rela- 


pase. 
base, and 
tively.” 
The general opinion of the trade at 
the present time regarding the steel 
situation seems to be that there is now 
little reason against normal buying by 
consumers of steel products. There 


wide, outside measurements, of %-in. 
stock. The inside of the case is di- 
vided into 119 compartments, there be- 
ing seventeen rows, each containing 
seven compartments 3% in. high and 
1% in. wide, inside measurements, and 
3 ft. 2 in. deep, or running practically 
the entire length of the case. 

Each compartment has a metal flap- 
per door, each row of seven doors be- 
ing held at the top by a stout piece 
of wire, tacked down by double ended 
brads. The doors are painted black, 
with white characters denoting the 
contents therein. There is a station- 
ary ring or handle for the salesman to 
open the door attached to it. Now to 
secure a .234 drill rod, the clerk lifts 
up the door and extracts the rod. The 
door immediately drops back into place. 

















This is the way the 

drill rod racks should 

look and the door on 
the outside 








is however, some difference of opinion © 
about the probable time that a real © 
buying movement will start. It is an- 
ticipated by many that the railroads 
will soon start placing substantial or- 
ders for steel products, which is expect- 
ed to have a stimulating effect on the 
general market. It is a notable fact, 
however, that steel rails have not been 
materially reduced in price. The lead- 
ing interests continue to quote $45 per 
ton for Bessemer and $47 for open 
hearth. Railroad officials in this lo- 
eality are said to be inclined to: be- — 
lieve that there will be reductions on 
rails before many weeks, althoug 
there has, as yet, been no indication of 
any weakening on the part of manu- 
facturers. 


If the extracted rod is not sold, the 
clerk is obliged to lift the door and 
replace it in the compartment. There 
is nothing else for him to do. The 
mere fact that he is obliged to lift the © 
door unconsciously brings his mind into 
action. With the mind working, it is 
a hundred to one shot that the sales- 3 
‘man puts the drill rod back into the 
right department. 

A mill supply house, seeing this in- 
vention, copied it. But instead of in- © 
stalling stationary rings or handles on, 
it cut a hole in each door for the 
salesman to place his finger. The hole 
was considerably less expensive than 
the ring. It was an economic mistake, 
however, for the salesman often shoots — 
the returning drill rod through the 
first hole he comes to, and there al- } 
ways is more or less mixture in the 
Boston store’s dril! rod stock. 


“Quick-Lite Trade Marked 


“Coleman Quick-Lite” in the form 
and style of lettering shown on prod- 
ucts and literature of the Coleman 
Lamp Co., Wichita, Kan., is now the 
official trade mark for the company’s 


line of lamps and lanterns. It was 
registered in the United States Patent 
Office under No. 140,701, March 22, 
1921. 

In announcing the registration of | 
the trade name and mark the company 
claims to operate the largest plant in 
the world devoted exclusively to gaso- | 
line lamps, lanterns and_ lighting 
plants. 


Due to a typographical error in a 
news note in HARDWARE AGE it was 
stated that Chas. P. Catlin has become 
manager of sales for the Remington 
Arms Union Metallic Cartridge Co., 
Inc., Cutlery Division. Mr. Catlin has 
become manager of sales promotion, 
working in co-operation with A. H. 
Willey, who is sales manager for the 
company’s cutlery division. 





